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the “If’s in Your Life.” You will find that Pan-American Representatives fore 2 SI 
are armed with competitive merchandise, flexible underwriting, in- panel, b 
valuable sales aids . . . all of which enhance your chance of success, secretary 
What's more, our carefully-chosen representative's desire-to-succeed America, 
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The letter continues: 





“At our bank, they said yours is an excellent company and that I me 
have a wonderful policy. It certainly means a great deal to us now. 














“I shall keep you informed of any change in my condition. I am 
eager to work if possible. Until then, your checks will certainly 
help.” 







GUARDIAN has been writing disability income protection in con- 
junction with our regular life insurance contracts, continuously 
since 1916. 












OF YOUR PRODUCT 





Just how important this protection is to policyholders is illustrated 
again and again by cases in our files. This is one reason why 
GUARDIAN representatives are proud to offer our modern disability 
provision, which pays $10 per month per $1,000, to a wide range 
of prospects. 
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~ | Fimly Opposed 
Wage Stabilization Panel 
Gets Views of Union 
Representatives 
WASHINGTON — Government con- 
trol under the wage stabilization pro- 
gram of commission earnings of agents 
solve was opposed at a hearing Tuesday be- 
atives fore a special wage stabilization board 
| in- panel, by Nola Patterson, executive 
=cess, secretary Life Insurance Field Force of 
‘ceed America, also appearing for the CIO 
nefits Insurance & Allied Workers Organiz- 
ing Committee, and by Zon Mason, ex- 
ecutive vice-president International Un- 
ion of Insurance Agents (independent), 
dress: and representatives of the AFL Insur- 
MAN ance Agents International Union. 
aaiia Many Agents’ Compensation 


Mrs. Patterson said many agents have 
been subjected to reduction of com- 
pensation. Their expenses must be paid 
out of their commissions, she said, and 
the dollar cost of these items has greatly 
increased. She said one prominent pro- 
ducer has 17 persons on his payroll, two 
of whom receive $10,000 each per year. 

Since insurance is not subject to price 
control, the witness argued, it should be 
free from wage control. 

Furthermore, she stated, commissions 
are actually controlled under New York 
state laws governing acquisition costs 
and the New York limits apply to every 
company doing business in New York 
and wherever else it may do_ busi- 
ness. Some 86% of ,the companies 
come under this control, she said. 


Federal Control Impossible 


Federal control of commissions would 
be difficult, if attempted, according to 
Mrs. Patterson, and impossible in the 
case of life agents, owing to differences 
among contracts, types of policies, etc. 
In this connection, she mentioned com- 
missions on industrial, ordinary, group 
and other policies, renewal commissions, 
service fees, bonuses and penalties. Un- 
der the circumstances, it would be im- 
possible to comply with both state re- 
quirements and federal regulation, she 
asserted. 

Mrs. Patterson urged the board to 
permit increases to insurance company 
employes. Such employes should not be 
subject to wage control because they are 
not subject to price control, she con- 
tended, but if commission control were 
undertaken it should be by a tripartite 
panel composed of representatives of the 
“industry” and employes. 

In response to questions by panel 
members, who include Fred Peiper of 
the CIO agents’ setup, Mrs. Patterson 
said: “It is our contention we are al- 
teady controlled under the New York 
State law.” 

“Could wage-control control you fur- 
ther?” asked Chairman Unterberger. 


State Control Level 


The witness replied that the “extra 
10%” increase allowed under wage reg- 
wations “might be under or over” the 
state control level. 

€ntion was made by the chairman 
of a Metropolitan Life case in the court 
of appeals, but witness was not famil- 
lar with it, referring questions regard- 

(CONTINUED ON PAGE 22) 













































August Sales Drop 
15%: About Even for 
First Eight Months 


Life insurance purchases in the 
United States in August showed a de- 
crease of 15% from the volume in Au- 
gust, 1950, Life Insurance Agency 
Management Assn. reports. The August 
total was $2,165,000,000 compared with 
$2,540,000,000 in August, 1950. The 
comparison is with a period following 
the outbreak of hostilities in Korea 
which was marked by a sharp increase 
in life insurance buying. 


Distribution by Classes 


Purchase of ordinary life insurance in 
August were $1,467,000,000, down 18%; 
industrial $424,000,000, up 2%, and 
group $274,000,000, decrease 20%. These 
totals represent new groups set up and 
do not include additions under group 
contracts already in force. 

In the first eight months total life 
insurance purchases were $18,277,000,- 
000, compared with $18,220,000,000 in 
1950. Ordinary life insurance bought ac- 
counted for $11,656,000,000, an increase 
of 3%; industrial $3,595,000,000, decrease 
1%, and group to $3,026,000,000, a drop 
of 9%. 


National Life. Vt., Host to 
Bankers at Maple Breakfast 


In accordance with its practice of sev- 
eral years standing, National Life of 
Vermont entertained its mortgage loan 
correspondents, federal housing officials 
and other friends at a maple breakfast 
during the annual convention of the 
Mortgage Bankers Assn. at San Fran- 
cisco last week. 

L. Douglas Meredith, executive vice- 
president and chairman of the finance 
committee, who has previously acted as 
host at these breakfasts, was unable to 
be on hand because of the pressure of 
work at the home office. The company 
was represented by Robert M. Tracy, 
treasurer; Addison C. Pond, supervisor 
of real estate investments; Clifton C. 
Smith and Jack R. Smith, district in- 
vestment office supervisors at Seattle 
and Los Angeles, respectively, and S. C. 
Martin, general agent at San Francisco. 


Pierce to Enter A. & H. 


Pierce Ins. Co. of Los Angeles has 
been granted an amended certificate of 
authority to transact both life and dis- 
ability insurance. The company plans to 
inaugurate an A. & H. department. 











“Brass” at Huebner Dinner 


Top executives of a large number of 
life companies will be present at the 
meeting at New York Sept. 28 honoring 
Dr. Solomon S. Huebner, sponsored 
jointly by New York C.L.U. chapter, 
and the school of insurance of Insur- 
ance Society of New York. 

Chairman of the meeting will be Jul- 
ian S. Myrick, chairman of American 
College. Thomas I. Parkinson, presi- 
dent of Equitable Society, will be the 
speaker. 


Franklin Life Ups Friesen 
Franklin Life has appointed Ben W. 
Friesen regional sales diréctor at Seattle, 
with supervision over Washington, Ore- 
gon, and northern Idaho. Mr. Friesen 
entered the business in 1941 as an agent 
with California-Western States Life at 
Tacoma, Wash. The following year he 
was named unit manager, and in 1943 
he was assigned to Spokane as manager. 
He is a former vice-president of 
Spokane Managers and General Agents’ 
Assn., and former chairman of the Un- 
derwriters’ Training Council of Spokane. 





Life Companies 
Getting Modernized 
Statement Report 


Life companies are beginning to re- 
ceive this month the new reporting 
blanks to use in preparing their next 
annual statements to insurance com- 
missioners. They incorporate the most 
important changes in the reporting sys- 
tem in 75 years. 

There are now some 3,000 entries in 
the annual report blank, making it one 
of the most comprehensive annual re- 
ports filed with public authorities. Re- 
ports run to a minimum of 40 large- 
sized pages and in some cases several 
times that. 

The new forms, approved and dis- 
tributed by the 48 commissioners, are 
the result of 10 years of study and work 
by special committees of National Assn. 
of Insurance Commissioners and of Life 
Insurance Assn. of America and Amer- 
ican Life Convention. 

The revisions were adopted with the 
primary objective of making the reports 
clearer to those outside the business 
and to bring the statements more in 
line with the general practices in the 
reporting of business and industrial con- 
cerns. 

One of the major changes is the 
simplification of the first page on which 
assets are listed. The new report simply 
lists “assets,” eliminating the use of such 
terms as “ledger assets,” “non-admitted 
assets” and “admitted assets.” 

The salient points are now contained 
in the first three pages, one devoted to 
assets, one to liabilities, and one to 
“summary of operations.” This sum- 
mary, on an accrual basis for the first 
time, covers income sources and dis- 
ibursements in general classifications, 
with the details left for schedules and 
special supplementary tables. The bal- 
ance of the book is devoted to sup- 
porting schedules and exhibits. 


N.A.LC. Liaison Group 
Has Conference with FTC 


WASHINGTON — Members of the 
liaison committee of National Assn. of 
Insurance Commissioners last week had 
a conference with federal trade commis- 
sion representatives including Chairman 
Mead, Commissioner Thomerson and 
others. This was held at the request of 
the liaison committee, according to FTC 
sources, to “talk things over.” There 
was a “social meeting,” and luncheon 
but no action was taken nor decisions 
reached. 

FTC members interested in insurance 
want to be in on future insurance con- 
ferences at FTC. 


Conduct Agents’ Schools 


Massachusetts Protective and Paul 
Revere Life are conducting three week- 
long sales schools at Worcester, Mass. 
More than 100 agents are included in 
the three groups. The schools are part 
of a training program inaugurated by 
the companies in 1945. More than 1,000 
agents have completed the courses. 
Home office men participating in the 
schools include President Frank C. 
Harrington; Edward 'R. Hodgkins, vice- 
president and manager of agencies; Har- 
land C. Knight, Robert P. Hallock, Jr., 
Charles B. McKenzie, Robert F. Hoard, 
W. Ronald Marshall, Rodney U. Clark 
B. K. Bicknell, H. Stanley Marmaduke 
and L. R. Blanchard. 


Kentucky Home Names York 


Jerry H. York has been appointed 
general agent at Indianapolis for Ken- 
— Home Mutual Life of Louis- 
ville. 











Secretary Contest 
Livens Up N.A.L.U. 
Los Angeles Meeting 


Managers Group to Be 
Known as “Conference” 
Rather Than “Section” 


By ROBERT B. MITCHELL 


LOS ANGELES — Nomination from 
the floor of a second candidate for sec- 
retary at Tuesday’s meeting of the 
national council of National Assn. of 
Life Underwirters here brought the 
prospect of a lively election contest 
when the national council meets again 
Thursday afternoon to ballot for offi- 
cers and trustees. 

Following the nominating committee’s 
nomination of John D. Marsh, Lincoln 
National, Washington, D. C., for the 
secretary post, Carlton Cox, Metropoli- 
tan Life, Paterson, N. J., nominated F. 
Leroy Garrabrant, New York Life, As- 
bury Park, N. J. Both candidates are 
trustees. 

No additional names were uncondi- 
tionally added to the seven trustee nom- 
inations made by the nominating com- 
mittee and reported in last week’s issue, 
along with the names of the four officer 
candidates selected by the committee— 
Charles E. Cleeton, Occidental of Cali- 
fornia, Los Angeles, for president; 
David B. Fluegelman, Northwestern 
Mutual, New York City, for vice-presi- 
dent, and Mr. Marsh for secretary. 

However, H. Cochran Fisher, Wash- 
ington, D. C., chairman of the nom- 
inating committee, moved that the 
losing candidate in the secretary race 
be added as an eighth candidate for 
trustee. The suggestion was unani- 
mously adopted. 


Status of Managers Group 


There was considerable discussion as 
to whether the newly reconstituted gen- 
eral agents and managers group within 
N.A.L.U. should be called a “section” 
or a “committee.” The recommendation 
of the national council to the delegate 
body, which was to vote on the matter 
Thursday afternoon, is that it be called 
the “general agents and managers con- 
ference.” 

The “conference” designation was 
suggested by Gerard S. Brown, Penn 
Mutual, Chicago, after he and several 
others objected to the “section” tag as 
connoting the idea of a split within 
N.A.L.U., with agents lined up on one 
side and general agents and managers 
on the other. The vote for calling the 
group a “conference” instead of a “sec- 
tion” passed by a 77 to 69 vote. A vote 
so close was hardly an accurate index 
to what the delegate body would do, 
even though the makeup of the latter 
is much the same as the national coun- 
cil. N.A.L.U. President John D. Moy- 
nahan, however, brought out that the 
group would function the same, re- 
gardless of what designation should be 
chosen. 

Charles W. Campbell, Prudential, 
Newark, was elected as chairman of the 
managers’ group. Vice-chairman are 
John D. Marsh, Lincoln National, Wash- 
ington, D. C., and Ray H. Wertz, Re- 
liance Life, Detroit. Secretary is M. L. 
Camps, John Hancock, New York City. 

Directors are W. A. Arnold, Penn 
Mutual, Harrisburg; W. Henry Blohm, 
Provident Mutual, Cincinnati; Paul H. 

(CONTINUED ON PAGE 22) 
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Propose Minimum 
30% Loss Ratio 
for A. & H. 


The commissioners’ A. & H. sub- 
committee that is investigating the re- 
lation of policy benefits to premiums 
presented to industry representatives at 
Chicago this week an outline of the 
recommendations the committee intends 
to make at the midyear meeting of 
N.A.I.C. } q 

Joseph Thomas of California read 
some notes that he had made on the 
executive session of the group Tuesday 
and represent the concensus of the sub- 
committee. He said that the problem 
arises under an A. & H. statute that 
has been enacted in about 20 states and 
which says that the commissioner can 
disapprove a policy if benefits are un- 
reasonable in relation to premiums. 

The subcommittee proposes to recom- 
mend to the A. & H. committee of 
N.A.L.C. that a 30% loss ratio be the 
dividing line on A. & H. policies. Thus 
a prima facie basis for establishing that 
any policy is subject to disapproval will 
be a less than 30% loss ratio. 


Five Years’ Experience the Base 


Five years of experience will be used 
and this will be the ultimate develop- 
ment of experience on a reasonable vol- 
ume. The amount of volume will vary 
by policies, and the five years are to be 
based on a particular form, and/or a 
comparable form written by the same 
company, or on comparable forms writ- 
ten by comparable companies. 

Excluded from the recommendations 
are to be non-cancelable and special risk 
forms, the latter including such as test 
pilot coverage, and special trips. The 
subcommittee, Mr. Thomas said, will 
consider 30% the minimum and may 
consider higher percentages for certain 
forms. 

There was some opposition to the 
30% loss ratio feature. Several of the 
company men asked how it was ob- 
tained and W. Harold Bittel, New 
Jersey, said that in questioning com- 
panies licensed in Michigan, Minnesota 
and Illinois on their low loss ratios for 
certain policy forms, it was brought 
out that with only one policy exception, 
the lowest anticipated loss ratio for any 
new policy form was 30%. 

C. O. Pauley, managing director of 
H. & A. Underwriters Conference, con- 
tended that the 30% should be based 
on more comprehensive statistics. John 
W. Wickstrom, Michigan, chairman of 
the subcommittee asked what his posi- 
tion would be if a policyholder visited 
the department and asked to see the 
company experience on a policy he had 
bought. If the policyholder sees a 14% 
loss ratio, the department will have 
little answer to any question about 
whether benefits are reasonable in re- 
lation to premiums. 


GROUP MEET ASKED 


Max Schwartz, New York, asked the 
industry members of the committee 
(M. A. Ellis, Metropolitan Life, repre- 
senting independent companies; C. O. 
Pauley, H. A. Underwriters Con- 
ference, and J. F. Follmann, Jr., Bu- 
reau of A. & H. Underwriters) whether 
they could not have a meeting amon 
themselves before the next meeting o 
the sub-committee in New York Nov. 
6-7 and present their written opinion 
on the committee’s proposed recom- 
mendations, which will be sent out in 
written form. Mr. Schwartz said that 
the law requiring that benefits be rea- 
sonable in relation to premiums has 
been on the books in New York for 
four years and nothing has been done 
except withdrawal of approval of some 
Harlem policies. Mr. Pauley asked if 
that approach might not be the answer 
in this situation. 

The company men generally favored 
the individual treatment approach. Mr. 
Follmann said that the industry is per- 
haps too broad and too divergent to get 








a uniform report in answer to the com- 
missioners. 

The company people indicated they 
would like.to see the problem handled 
on an individual basis. That is, the sub- 
committee would review experience by 
companies and by policy and then each 
state could take the matter up individ- 
ually when the loss ratio got too low. 
The commissioners, on the other hand, 
do not feel that this is the answer. Such 
a solution would lack uniformity and 
Bittel of New Jersey remarked that 
several states are liable to get them- 
selves way out on a limb. Furthermore, 
a good deal of unnecessary work would 
be thrust upon the departments. 

Mr. Pauley put forth the opinion 
that the entrance of the large life com- 
panies into the A. & H. business with 
participating policies will result in a 
competitive situation that will eliminate 
much of the loss ratio problem. Mr. 
Follmann added that he expects to see 
“vicious” competition in the near future. 
He said the companies are looking in 
a direction opposite that of the com- 
missioners. They are worried about the 
future and are faced not only with the 
competition factor but with a spiraling 
inflation. 


Discuss Form Numbering 


The meeting consumed almost the en- 
tire day. One of the topics discussed 
was the numbering of policy forms in 
annual exhibits. Thomas of California 
said companies have forms that vary 
slightly from state to state because of 
various requirements. The forms are 
basically the same, but are often en- 
tered under a variety of numbers that 
make it almost impossible for a commit- 
tee investigating experience to know 
whether it is handling the same form 
or not. He suggested that the company 
men try to work out something, either 
by indicating whether all forms of a 
certain number are basically the same, 
or whether renumbering of the forms 


Plan Institute for Members 
of Michigan Department 


Plans for a special Michigan insur- 
ance department institute, to be at- 
tended by the entire staff of the depart- 
ment, have been announced by Com- 
missioner Joseph Navarre. The insti- 
tute will meet at Michigan State Col- 
lege Oct. 4-5. 

The meeting is planned partly as a 
refresher course on insurance and partly 
as a seminar on the purposes of insur- 
ance regulation and how they are ac- 
complished. 

Speakers will inciude Robert E. 
Dineen, former New York superintend- 
ent and now vice-president of North- 
western Mutual Life; William Leslie, 
general manager of National Bureau 
of Casualty Underwriters; Ambrose B. 
Kelly, manager of Factory Mutual Rat- 
ing Bureau; Walter O. Menge, first 
vice-president of Lincoln National Life; 
Richard W. Faulkner, vice-president of 
Woodmen Accident; Jack G. ‘Sharp, 
Michigan representative of Commercial 
Union; Newell ‘R. Johnson, assistant 
manager of American Mutual Alliance; 
John Panchuk, vice-president and gen- 
eral counsel of Federal Life & Casu- 
alty; H. B. Thompson, director of the 
life and fraternal division and office 
counsel of the Michigan department. 








would be practical. 

The department men also were con- 
cerned about the reporting of scheduled 
policies and mentioned that they have 
trouble knowing what is included under 
such forms. The commissioners indi- 
cated they may ‘ask for a report by 
coverages under the schedule forms. 

Represented at the meeting were 
Michigan, John W. Wickstrom, chair- 
man; New Jersey, W. Harold Bittel; 
Minnesota, J. P. Koleski; California, 
Joseph Thomas, and New York, Max 
Schwartz and Maxwell Sagat. 


<The 
COMMONWEALTH 


Commentary 


We Salute... 


CHARLES E. CLEETON, C.L.U. 


New President of N.A.L.U., and offer our best 
wishes for a most successful administration. 


We Congratulate... 
JOHN D. MOYNAHAN, C.L.U. 


Immediate past president of N.A.L.U., on the 
completion of a job well done. 


OVER A HALF BILLION DOLLARS 
INSURANCE IN FORCE 


COMMONWEALTH 


Life Insurance Company 


HOME OFFICE ¢ LOUISVILLE, KY. 





Lectures Announce 
by Board of Life 


Insurance Medicine 


_The Board of Life Insurance Meg. 
cine will give a fall lecture course Og 
8-10 at Hotel Statler, New York, prig 
to the meeting of Assn. of Life Ingy. 
ance Medical Directors. 

This is the second of a series of Je. 
tures in connection with the post-graq. 
uate training of doctors who enter th 
insurance field. They will pertain 
both the medical and non-medical a. 
pects of life insurance with which do. 
tors in that field must become wel 
versed. 

The schedule follows: 


Monday, Oct. 8 
Dr. Harold M. Frost, medical di 
New England Mutual, “History 
Philosophy of Life Insurance Medicine: 
Dr. Louis I. Dublin, second vice-preg. 
oer one Fo ay eer x... Metropolitay 
e, “The Relation o ongevit 
Insurance Selection.” . 7 
William J. November, 
president and associate actuary 
Equitable Society, “Compilation and }y. 
terpretation of Life Insurance Mortality 
Investigations.” 
Dr. Gamber F. Tegtmeyer, medical qj. 
rector Northwestern Mutual, “Intern 
Organization of the Medical Department’ 


Tuesday, Oct. 9 

Dr. Edgar W. Beckwith, medical di 
tor underwriting, Equitable  Sogj 
“Numerical Rating and Medical J; 


writing.” 


Second vice. 









Dr. James R. Gudger, 
Life, “Medical 
Forms.” 


_Dr. Richard L. Willis, chief m 
director Mutual Life, “Medical E 
"Dr. Edson E. Get dical direct 
Dr. Edson E. Getman, medical dire¢ 
New York Life, “Special Requiremen 
Wednesday, Oct. 10 ; 


Dr. Paul V. Reinartz, assoociate meé- 
ical director of Prudential, ‘“Non-Medical 
Procedures.” 

Dr. Henry B. Rollins, vice-presiden 
and medical director Connecticut Mutual 
“Extra Medical Aspects of Life Insur. 
ance Selection.” 

Dr. Archibald C. Wilson, associat 
medical director Connecticut General 
“Biologic and Social Factors Which In 
fluence Life Insurance Selection.” 


C.L.U. Classes on Coast 


The C.L.U. classes to be given jointl 
by the San Francisco and Oaklani 
chapters will get under way Sept. 2% 
A record enrollment is indicated. The 
first meeting on life insurance fund: 
mentals will be held at Oakland Sept 
24, with Martin Cherry in charge. Other 
meetings next week and the instructor 
are: General education, Forest Hill a 
San Francisco, Sept. 25; law, taxes and 
trusts, Stanley Sparrows at Oakland, 
Sept. 27, and finance, Harry S. Schwartz 
at ‘San Francisco, Sept. 27. 


Alexander in Law Firm 


Sterling Alexander, recently retired a 
Iowa commissioner, has formed a laf, 
partnership at Des Moines with Richatigs 
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Merryman, also formerly with th limitation , 


Iowa department. t 

Mr. Alexander completed a four-yea 
term as insurance commissioner July! 
and since has been appointed couns 
for National Association of Independent 
Insurers of Chicago. Mr. Merryma 
formerly served as counsel for the stl, 
curities division of the department. 


Suter Defends G.H.I. 


WASHINGTON — Charles F. Sutei 
assistant general agent of Berks 
Life, has gone to the defense of Grow) 
Hospitalization, Inc., although he say 
he is “sometimes in competition” witi 
it. Mr. Suter, a former president of tht 
District of Columbia Assn. of Life Uti, 
derwriters, has written a letter to th 
Washington Post in reply to criticism 
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insurance Needs 
Public Confidence, 
Attorneys Are Told 


Conway Makes Hit at 
A.B.A. Insurance Section; 
Marryott New Chairman 


By KENNETH O. FORCE 


NEW YORK—Through many gen- 
erations the art and science of insurance 
have been refined and improved but pro- 
portionate advances have not been 


made in gaining the confidence of the 
insuring public, except perhaps in life 
insurance, Albert Conway, judge of the 
New York appeals court and former 
superintendent of insurance, told the 
opening luncheon here of the American 





R. H. Kastner 


Albert Conway 


Bar Assn. insurance section. Almost 
500 attended. He said the accomplish- 
ment of life insurance has been expen- 
sive but most helpful. The man on 
the street believes in life companies. He 
knows they will pay the amount of his 
policy to his beneficiaries. 

The program of the section was a 
heavy one and was studded with ex- 
ceptionally good papers. 

Secretary W. Percy McDonald 
Memphis reported an increase of 75 
net in membership to a new high of 
3,675. 


° 
= 


New Sectional Plan Popular 


Attorneys were enthusiastic about the 
new system of holding sectional pro- 
grams sequentially rather than simul- 
taneously, which was introduced this 
year by Chairman Clarence Heyl of 
Peoria, Ill. Many like to take in several 
sections but under the old system were 
unable to do so. With the new plan 
they are in one place where they can be 
found or can find others. The mild 
limitation on time for each speaker, in 
the opinion of attorneys, improved the 
pace of the meeting and character of 
delivery. 

F. J. Marryott, counsel: of Liberty 
Mutual, moved up to chairman and 
Ralph Kastner, associate general coun- 
sel of American Life Convention, to 
first vice-chairman. Glenn Dougherty, 
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who is in general practice at Milwau- 
kee, was elected second vice-chairman. 


Heyl Named Insurance Delegate 


Mr. Heyl was named section delegate 





to the bar association house of delegates 
and Tom Leeming of Chicago and For- 


Los were 
































Pere Me recting, and_ Vice-chairman Hubert 
sry expefi iscomb of Jackson, Miss., presided 
y rine life section program and at 
fd oe A. & H. breakfast. 

ge Conway was a happy choice to 
nd Ppen the the sessions. He said attorneys 









Have some influence in claim depart- 


ments. Insurers were organized to pay 


pacioians. That is the justification for their 


existence. Continue the practice of the 
vast majority of companies in not being 
technical in passing on the payment 
fof claims, especially in construction of 
the terms of the policies, he advised. 
Remember that the test applied by the 
courts in construing the language that 
underwriters and lawyers put _ into 
policies is not as to how an insur- 
ance man or lawyer would understand 
it but how would the average citizen 
in the community understand those 
words. 

Litigation to delay or defeat payment 
is bad insurance judgment and hurts 
all insurers, he declared. Lawyers have 
some influence in putting into policies 
the words which courts must on occa- 
sion construe. It has been urged that 
insurers so phrase policies that there 
would be no litigation over language 
construction. That would do much for 
good public relations. 


Accidental Results, Accidental Means 


He cited the distinction between 
accidental results and accidental means. 
Maybe if only accidental means were 
insured against lower rates might be 
charged, but it should not be done since 
the insured does not understand nice 
distinctions. That does _ incalculable 
harm to the business. Without the use 
of words limiting risks, which only in- 
surance men or lawyers understand, 
there may be less business, but the busi- 
ness obtained by giving the security the 
average man reading the policy believes 
he has purchased will bring more 
business in the long run and, what is 
more important for insurance, satis- 
fied policyholders. 

One of the features of the convention 
was the cocktail party for members of 
the insurance section which preceded the 
bar association banquet. At this Amer- 
ica Fore was host. Raymond N. Cav- 
erly, its vice-president, long has been 
active in affairs of the national and 
state bar associations. 


Compromise on Withholding 
Income Tax on Dividends, 
Interest Payments Likely 


A recent Kiplinger Washington letter 
suggests that the difference of opinion 
between the Senate and the House over 
income tax withholding on corporate 
dividends and interest payments may be 
compromised by including the with- 
holding provision on corporate dividends 
but not on interest payments. 

If that should be the result, life com- 
panies would hope that some special 
arrangement would be provided for divi- 
dend payments made to them to allow 
adjustments in income tax payments 
without waiting until the next income 
tax return date. 

The reserve requirements of most 
companies are sufficient so that the bulk 
of the tax withheld on their dividend 
receipts would constitute an overpay- 
ment. Tying these up until the next re- 
turn date would mean a serious loss of 
interest. 

Better still, of course, would be an 
exemption from the withholding require- 
ment of the bill. rs 

There appears to be no possibility 
that the requirement for withholding on 
interest payments will be retained in 
the bill. Such a requirement would be 
extremely serious for life companies, as 
it would involve endless accounting de- 
tail on interest payment to  policy- 
holders. If there is a withholding re- 
quirement on dividends it would not af- 
fect life insurance dividends. 





Pilot Has Agency Seminar 


Twenty general agents and _ super- 
visors from nine southern states and the 
District of Columbia recently met at 
Pilot Life’s home office for a week-long 
seminar on agency management. ‘Rufus 
White, vice-president, was in charge of 
the program. Lew Youngblood of 
L.I.A.M.A. spoke. 














people.” 








A Double Job 


William F. Lee, CLU, of the Penn Mu- 
tual’s Home Office Agency, Philadelphia :— 


“Composing letters that people enjoy does 
not require inborn genius. It is a technique 
that can be learned. Insurance men can do 
much for the whole industry by writing letters 
that do the double job of handling the basic 
business errand and building good will. 


“We can make the public feel that life in- 
surance companies are not just big impersonal 
institutions, but that they are private com- 
panies being efficiently managed by people for 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
INDEPENDENCE SQUARE, PHILADELPHIA 

















Business Life 
Contributes to 
Economic System 


Reidy Outlines Its Many 
Uses and Functions In 
American Bar Assn. Talk 


Business continuation or buy and sell 
agreements, when soundly conceived 
and properly financed, are a valuable 
contribution to the American economic 
system, Daniel J. Reidy, general coun- 


sel of Guardian 
Life, said in his ad- 
dress at the annual 
meeting of the 
American Bar 
Assn. insurance 
section in New 
York City. They 
are the means by 
which sole proprie- 
tors, partnerships 
and closed corpora- 
tions stay alive de- 
spite the death of 
a principal, he said. 
They are responsi- 
ble not only for the 
continued healthy existence of these eco- 
nomic units, but also for the financial 
contributions that enable the family unit 
of the deceased principal to survive, he 
continued. 

Mr. Reidy gave an extended disser- 
tation on the relation and valuable con- 
tributions of business life insurance to 
the nation’s business units. He drew 
upon his experience as a lawyer and 
a life insurance man in intimate daily 
contacts with the problems in this field 
in preparing his 39-page talk. 


Educational Discussion 


Although ‘he’d probably object to hav- 
ing his educational discussion, bolstered 
as it was with citations and legal jargon, 
regarded as a sales talk, it will un- 
doubtedly be classified as one of the 
better sales plugs business life insurance 
has had. The lawyers who attended and 
those who will read his talk in the 
printed proceedings will have a far 
greater understanding and appreciation 
of business life insurance, something 
that will tangibly help agents of all com- 
panies to sell it by increasing its ac- 
ceptance throughout the legal profes- 
sion. His talk was slanted to the general 
legal practitioner, not to just the spe- 
cialists in the field. 

Mr. Reidy explained that there are 4 
million firms in this country, and that 
400,000 new businesses began operations 
last year. During the same year some 
350,000 businesses went out of existence. 
Many of these were failures, voluntary 
liquidations, or changed to other forms, 
but he said it is impossible to say how 
many firms actually died because of a 
lack of foresight in planning on the 
part of principals or perhaps of lawyers. 

To bring the problem closer home, 
he asked his audience: “What definite 
arrangements have you made with your 
own law partners for the future of your 
firm and the economic security of a 
partner’s family based on his interest 
in and contribution of talents to the 
firm’s success should he not live his 
normal span? Assuming you have either 
a formal agreement or friendly under- 
standing, how sound are the financial 
arrangements?” 

These agreements should be con- 
sidered, he said, to name a few instances, 
where a sole proprietor, having built a 
good business, has no capable family 
member who could take over and run 
the business with comparable success; 
or whéfe a successful business has been 
built through the combined efforts and 
(CONTINUED ON PAGE 23) 
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F irst Michigan Management 


Conference Great Success 





LANSING, MICH.—More than 100 
life agency managers from all parts of 
the state attended the first agency 
management conference ever held in 
Michigan, conducted at Michigan State 
College and sponsored by Michigan Life 
Agency Managers Assn., with the as- 
sistance of the business and public serv- 
ice division of the college continuing 
education department. 

)Paul C. French, Detroit manager of 
New York Life, talking on “From 
Junior to Senior,” warned against a 
patronizing attitude toward new agents. 
He said that when working jointly with 
novices, a manager should point out the 
simplicity of the job to be accomplished 
rather than posing as an expert in the 
eyes of the new agent. He cited the ad- 
vantages of reviewing with new agents 
a selection of new objectives of a per- 
sonal nature, to be achieved by out- 
standing production, rather than merely 
setting forth insurance quotas. He said 
managers should not professionalize 
their occupation to the extent that they 
no longer know the feeling of writing 


small policies for persons really need- 
ing minimum protection but unable to 
plan on an estate scale. He stressed as 
a selling point the fact that the aver- 
age man, with insurance protection, 
feels he can do things with his avail- 
able current funds that he could not do 
otherwise, as he would feel he was 
spending money upon which his family 
had a major claim. 


Must Plan Agency Operations 


Dan A. Kaufman, Chicago general 
agent of Northwestern Mutual, speak- 
ing on “Organizing to Help the Agent,” 
stressed importance of a research and 
analysis department in an agency. He 
said that while agency expenses should 
be held to a minimum, as great an ex- 
penditure as possible should be made on 
aids to help the agents achieve greater 
success. He also emphasized importance 
of planning agency operations down to 
the minutest detail. He said agents 
should be informed regarding costs of 
agency operations to eliminate their pre- 
conceived ideas relative to agency 





Some of the “families” of Provident Mutual Life: Seated, Boston General Agey 
Alex M. Hammer, flanked by his sons Alex, Jr.. and Thurston. Standing, Philip 9 
Gillis and his father, Alexander F. Gillis, northern New Jersey general agent; Burdet, 
Pomeroy, son of Reynolds Pomeroy, New York general agent, and Stanley A. Dayi 
with his father-in-law, Ernest H. Perkins, Albany, N. Y., general agent. 











profits. This helps, he said to make 
agents realize their responsibility to the 
agency to achieve specific goals or even 
to maintain the break-even point. He 
suggested means of selling the public 
on the procedure of coming to the office 
to close. He advocated premium quotas 








A Real Sales-Maker 
















The LNL representative recognizes his Company’s 
Mortgage Redemption Plan as a valuable sales-maker. He 
finds that his prospects like this plan because: 


1. The amount of insurance decreases as the 
mortgage reduces. 


2. The premium grows smaller each year. 


3. Substantial permanent insurance remains 
after the mortgage is paid. 


__ This well-tailored Mortgage Redemption Plan pro- 
vides another reason for our proud claim that LVL is geared 
to help its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 








for agents rather than volume quota 
and said that the agent who is ny 
satisfied with results he is getting to 
day probably is suffering from a lai 
of effort over a period of months. 
listed three requirements for the sy. 
cessful agent: (1) Intellectual honest 
(2) a burning desire to rise above medi. 
ocrity, (3) willingness to pay the pric 
Hal L. Nutt, director of the Purdy 
course, discussed common denominator} 
in agency management. A_ successf 
agency, he said, has a plan; emotio 
and logic are combined; the agen 
seeks a market for its agents, and }: 
helps build agents’ prestige by persond 
recognition, attractive office space ani 
equipment and many other aids. 


Suit Methods to Man 


E. J. Moorhead, executive vice-pre:- 
ident of United States Life, talking o 
“Agency Management Under Today: 
Conditions,” stressed that an agency 
head must learn the principles of agent; 
management, particularly by profiting 
from the experience of others. H 
should choose operating methods, hov- 
ever, suited to his individual abilities 
He characterized the business as a stabl 
one regardless of economic conditions 
noting that insurance is neither a luxuy 
nor temporary in character. He advise 
against fighting mass _ coverage bt 
urged upholding of free enterprise ani 
taking mass coverage in stride, keepin 
the need for it at a minimum. He sail 
the individual need for insurance is tre 
mendous and ability to pay for it highe 
than 10 years ago. He contended it i 
entirely erroneous to assume that it i 
difficult to find people with money. He 
emphasized the need to fight inflatio: 
with every available weapon. He met 
tioned experimentation in Finland wit 
an inflation clause, increasing the amout! 
of coverage and premiums automaticall 
with the degree of inflation in the ecor- 
omy. 
David Potter, associate professor 
speech at M.S.C., provided a_ nove 
touch, dividing those in attendance int 
groups of eight. To each group he sub- 
mitted a question for which there wet 
several possible answers relative 
proper management policy. Each grou 
was allowed to reach its own solutio 
by discussion and then a group spokes 
man explained how that solution wé 
reached to the entire conference. Tht 
answers are to be published and sup 
plied to the conferees. ; 

Martin J. Beckers, Flint, president @ 
the state managers’ asociation, presi 
at a luncheon meeting. Harry J. Altick 
State Mutual Life, Detroit, and R. W. 
Emerson, Northwestern Mutual, Kale 
mazoo, served as moderators. 








To Discuss L.U.T.C. Plans 


Life Managers & General Agent 
Assn. of Columbus, O., will hold # 
first fall meeting Sept. 21. Plaques 
be presented to past presidents. Robef 
C. Bradley, New York Life, L.U.TC 
chairman, will discuss plans for the ye 
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Opportuntty... 
For You? 


With a net gain of approximately $150,000,000 (One 
Hundred Fifty Million) in the past eight months, it 
seems likely that Franklin Life will register another 
astounding achievement in the history of life insur- 
ance—an increase of more than $200,000,000 during 
1951. (No Group.) 

Obviously, in view of this amazing growth our 
agency associates in 43 states, the Territory of Hawaii, 
and the District of Columbia are happy and prosper- 
ous with far above average earnings. Choice fran- 
chises, naturally, are becoming scarce. 

A few exceptional opportunities are still available, 
however, for men of experience, ambition, and ability 
to qualify as Regional Sales Directors in the following 


areas: 
Little Rock Memphis 
Fort Worth Birmingham 
Phoenix Tucson 
Richmond, Va. Columbus, O. 
Tulsa Cincinnati 
Dayton 

Also the states of: 
Montana Wyoming 
Nevada 


All inquiries will be treated confidentially. 
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CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Dollars of Insurance in Force 
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Claim Service 


Flexibility 
of Plan 





Three good reasons why Connecticut General’s 
coordinated Group Insurance service has been 
adopted by so many leading companies in major 
fields of business from coast to coast. 














A Pioneer in Group Insurance 


CONNECTICUT GENERAL 


LIFE INSURANCE COMPANY 
WARTFORD, CONNECTICUT 


LIFE @ ACCIDENT @ MEALTH @ GROUP INSURANCE 
AND PENSION PLANS © PENSION TRUSTS © 
ANNUITIES @ LIFE REINSURANCE 





We believe you will find this booklet 
helpful in thinking about complete 
group insurance plans for your cli- 
ents. A request will bring you a copy. 












GENERAL AGENCY OPENING 


IN SAINT LOUIS 


A well-established general agency (more then $15,000,000 business 
in force) of an old and highly reputable billion dollar company 
now is open in metropolitan Saint Louis. 

A real opportunity for a capable field underwriter who has both 


aptitude and desire to enter management end of the life insurance 
business, or for a successful agency head who desires a broader 


field of operations. 


Attractive training and financial arrangements for the man se- 
lected. Every modern sales and training aid, together with salary 
plans, will be provided for the recruiting and training of new 


agents. 


Inquiries will be treated as strictly confidential. In reply please 
give complete qualifications. 


Address H-10; The National Underwriter, 175 W. Jackson Bivd., 


Chicago 4, Ill. 








Benner Optimistic 
‘on Business Outlook, 
Insurance Sales 


Gives Views on Immediate 
and Future Prospects at His 
Company's Convention 


i 
| 
| 
} 
| 
| 
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| An optimistic forecast on general 
| business conditions, and hence on pros- 
| e . . 

pects for life insurance sales, was pre- 
sented by Claude L. Benner, president 
of Continental American Life, well 
known as a student of economic con- 
ditions, in addressing the meeting at 
Atlantic City of the President’s Club 
of his company, composed of its leading 
producers, with about 100 in attendance. 

In speaking of the near-term outlook 
for business conditions, Mr. Benner said 
he is optimistic both about the volume 
of retail and wholesale trade and gen- 
eral business conditions for the rest of 
the year. 

“Specifically, I think retailers, par- 
ticularly in the soft goods lines, can 
look for a definite upturn in trade be- 
ginning immediately. They have had 
it a little tough as you know during the 
last few months. 

“The oversold markets that were 
caused by the start of the Korean war 
and then again by the Chinese entry 
into that war now appear to be nearly 
adjusted. The time, therefore, it seems 
to me, is nearing when consumer de- 
mand and retail sales will begin to rise 
again. As I have already indicated, 
soft goods—non-durables—will get the 
earliest upturn. Durable-goods dealers 
whose products were somewhat over- 
bought last fall probably can’t expect 
much of a sales rise until early next 
year.” 


Reasons for Optimism 


Among the reasons he gave for his 
optimistic forecast were: Employment 
is rising every week. More people are 
going to have jobs in October than 
they had in September, and more will 
have jobs in December than they had 
in November. More women and both 
older and younger people are going to 
work, somewhat similar to the way 
they did in the last world war. 

“Both on account of more people 
working and higher wage rates and 
Overtime, wage and salary income, and 
after taxes, now is several billion dol- 
lars larger than it was a year ago and, 
in spite of the increase in taxes for 
1952, such income will be higher next 
year than it is this year. This can only 
spell good trade. 

“The farmers also are having an in- 
crease in cash income. This year their 
income will top all previous years and 
it is estimated that the farm cash in- 
come will be 18% over that for last 
year. With all this money to spend, it 
is not reasonable to expect that people 
are going to save it as they are doing 
right at the moment, but sooner or 
later, and probably sooner than we ex- 
pect, there will be another buying 
splurge. 


Don’t Worry About Comparisons 


“Do not let any of your clients be 
disturbed by the comparisons in total 
sales which are now being made with 
the third quarter of last year. Naturally 
such comparisons are unfavorable, be- 
cause of the buying ahead and hoarding 
which took place immediately after the 
outbreak of the Korean war. 

“To summarize, the buying lull which 
has occurred during the past few months 
and which was the result of the over- 
bought condition of last fall, I expect 
to end very soon. We can then expect 





gradually rising sales throughout 19% 
Total sales for the last half of ¢; 
year will be somewhat smaller than fy 
the last half of 1950. The upwari 
trend, however, will begin in the 
quarter of this year. In general, » 
tailers can plan on a basis that Sales jy 
most fields will tend to rise, with the 
greatest increase being in non-durabj. 
goods. There is nothing pessimistic j, 
the picture so far as the general Outlook 
for business is concerned.” 


Factors in Long-Term Outlook 


He then discussed some factors which 
made him optimistic about the long. 
term outlook and why he believed ther 
is no depression in the offing, eye 
should the Korean conflict cease. “Lif 
insurance salesmen have failed to com. 
prehend the extent to which this coyp. 
try has grown during the past typ 
decades,” he said. “According to fig. 
ures from the United States Commerg 
Department, the dollar value of all goog 
and services produced last year was jp 
excess of $282 billion. In the boom yex 
of 1929, this figure was less than $1 
billion. Even when making allowang 
for the increased price level and valuing 
all goods and services today in 19% 
dollars, the increase was still over 80% 

“National income last year was $2 
billion, nearly three times what it wa 
in the boom year of 1929. True, taxe; 
have risen during these two decades anj 
for the country as a whole they tak 
about 10%’ of all personal incomes, The 
figure for 1929 was about 3%. 


Long Distance Forecasts 


“Here are my long distance forecasts 
Business will keep on growing in th 
next decade. In the years ahead, through 
the period from now until the end ¢ 
the 1950s, business activity, with just 
normal growth, will hit a new high. De. 
mand for goods and services will ris 
to record levels. Recessions will come 
as they have in past decades, but they 
will be brief. 

“The end of the war in Korea, whe 
it comes, won’t set off a major depres. 
sion. Population, according to official 
estimates, will grow at a faster rate 
than at any time since the decat 
1909-18. As population grows, ner 
markets will be created for goods ani 
services. Production will keep expant- 
ing. Employment will rise. Prices, de 
clining now, will firm before long, prob 
ably will hold fairly stable over the next 
few years. Profits should reach nev 
records. Living standards will advane 
to the highest levels ever seen in this 
country. . 


Sales Outlook Brighter 


“Does not all this add up to the fact 
that the outlook for selling insurance it 
the days ahead is even brighter thanit 
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has been in the past? It is a fact tha 
in spite of the large sales of life insur 
ance, when one takes into consideration 
the growth in the dollar income of the 
nation, people are not spending as larg 
a portion of their income for life i 
surance as they did during the tw 
decades, 1920 and 1930. The market i 
not saturated by any means, and 
wide-awake salesman will still fin 
plenty of good prospects.” 


Home Office Panel Is Feature 


Max S. Bell, agency vice-president 
opened the business meeting by welcott 
ing the club members, and _introductl 
the speakers. A_ panel of three hom 
office officials, Harry Mayer, assistatl 
secretary; Guy H. Amerman, actuafy) 
and Thomas W. Reed, underwriting st 
retary, discussed their wwn specific are 
of responsibility and the importance 0 
their cooperation with the sales of 
ganization. 

The convention was climaxed by t# 
president’s reception and banquet, # 
which members of the President's CT 
were honored by President Benne 
Ellsworth C. Burt of Annapolis, 
received special recognition on his 4 
anniversary with the company. Frit 
— then awarded club members by #4 

ell. 
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Speakers Lined 
Up for Medical 
Directors Parley 


At the convention of Assn. of Life 
Insurance Medical Directors of Amer- 
ica at Hotel Statler, New York, the 
speakers and their topics for Oct. 11 are: 

“Present Status of Cortisone and 
ACTH in General Medicine ,”Dr. Philip 
5. Hench, Mayo clinic; “The Outlook 


Ors which 
the long. 
ved there 
Ing, even 
ise. “Life 
1 to com. 
this coun. 
Past two 
g to fig 


for Control of Rheumatic Fever and 
Rheumatic Heart Disease,” Dr, How- 
ard M. McCut, Jr., Life of Virginia; 
“Blood Dyscrasias: Current Concepts: 
The Effect of Treatment on Prognosis,” 
Dr. J. Gilbert Falconer, North Ameri- 
can Life, Toronto; “Current Progress 
in Cardiovascular Research,” Dr. Francis 
R. Dieuaide, New York; “The Differen- 
tial Diagnosis of Chest Pain,” Dr. H. 
M. Marvin, Yale; “Electrocardiography: 
The Facts of Life,” Dr. Henry B. Kirk- 
land, Dr. Charles E. Kiessling, Miss 
Annie Mary Lyle, Prudential; “Calcifi- 
cation of the Thoracic Aorta: A Lon- 
gevity Study,” Dr. William Bolt and 
Dr. Murray F. Bell, New York Life; 
“Cardiovascular Evaluation, Relation to 
Examiner and Medical Underwriting: 
Outline,” Dr. James R. Gudger, Mutual 
Life. 

Speakers for Oct. 12 


On Oct. 12 the schedule is: 
“Public Health and Civil Defense,” 
Dr. Herman E. Hilleboe, commissioner 
ef health, New York state; “Some Con- 
tributions of Public Health to Life In- 
surance,” Dr. George M. Wheatley, 
Metropolitan Life; “Some Contributions 
of Life Insurance to Public Health,” 
Dr. Ronald F. Buchan, Prudential; “The 
Prognosis of Benign Gastro-intestinal 
Conditions,” Dr. Franz J. Ingelfinger, 
Boston University; ‘“Vagotomy. and 
Subtotal Gastrectomy: Effect on Insur- 
ability of Gastric and Duodenal Ulcers,” 
Dr. Lawrence L. McLellan and Dr. D. 
Sergeant Pepper, Provident Mutual Life; 
“Mortality Among Insured Overweight 
in Recent Years,” Louis I. Dublin, and 
Herbert H. Marks, Metropolitan ‘Life. 
Also under the general heading of in- 
surance hazards of overweight: 
“Dietary Factors in the Development 
of Atherosclerosis,” Dr. Thomas M. 
Durant, Temple University; ‘Over- 
weight as a Contributing Factor in the 
Development of Diabetes and Its Com- 
plications,” Dr. Edward S. Dillon and 
Dr. John M. Trapnell, Jr., Penn Mu- 
tual; “Overweight as a Contributing 
Factor in the Development of Hyper- 
tension,” Dr. Joyce T. Sheridan and 
Dr. John M. Peck, Fidelity Mutual. 


SS Officials Urge Adding 
Disability Cover to OASI 


Oscar R. Ewing, federal security ad- 
ministrator, in addressing the Interna- 
tional Gerontological Congress at St. 
Louis, dealing with problems of the 
aged, declared that only one person in 
0 over 65 lives in comfortable circum- 
stances and four of the 10 need outside 
assistance. He gave that‘ situation as 
the reason for his recently proposed ex- 
| Pansion of old-age and survivors’ ben- 
fits to include hospitalization insurance 
benefits for older people covered by 
social security. 

Insurance protection against both per- 
Matent and temporary disability should 

made an integral part of the old-age 
and survivors’ insurance, W. J. Cohen, 
a advisor to Mr. Ewing, de- 

ed, 
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Revamping of retirement programs 
for workers to do away with fixed re- 
lement ages was declared to be a 
must” by many of the delegates who 
patticipated in a panel discussion. G. C. 
nt’s wd of Boston Evening Clinic & Hos- 
Benntt§ pital said the older people remain the 
lis, Mi only substantial source for manpower 
his 4206110 industry but retirement programs are 
ue ‘aking them out of their jobs. 
Dr. S. Charles Franco of Consolidated 
Bison Co., New York, said a solu- 














y. 
rs by My 









tion might be the establishment of re- 
tirement panels that would judge each 
worker to determine the age he or she 
should retire, depending, of course, on 
his ability to continue on the job. 

Older persons are not excessive users 
of medical services and can participate 
in medical care plans without materially 
altering premium rates, it was indi- 
cated in a report presented by Dr. 
George Baehr, president of Health In- 
surance Plan of Greater New York, and 
Dr. Neva 'R. Deardorff, director of the 
plan's division of research and statistics. 

They pointed out that 18% of the ap- 











THERE’s A MAN in this country who spends 
exactly what he wants to do. 


He works hard and he worries plenty, but he laughs a lot, 
too, and he sleeps well. He’s seen men who take it easier, and 
men who strike it richer. But he wouldn’t change places 
with any of them... and you wouldn’t want him to. 


In the old days you’d find this man swinging a hammer in a 
blacksmith shop, or ankle-deep in hickory shavings, 
building wagons for the pioneers. You’d find him baking 
bread in a wood-fired oven, sewing a jib for a clipper ship, 
or making a clock that would run forever. And over his 
doorway you’d find a sign that said: 1. Jones, Prop. 


The country is bigger now, and its business is busier, 


but we still can’t do without I. Jones, Prop. 


He’s the man behind the counter in a roadside diner, selling 
coffee and hamburgers to the drivers of the 


night-rolling trucks. 

He’s the scholarly old fellow bent over 
a lathe in a little machine shop, 
turning out parts of such honest 


proximately 280,000 enrollees, or 50,251 
persons in the plan, are in the age groups 
of 50 years or older and that there is 
comparatively little difference between 
service utilization under the plan by the 
older and younger people. 





Chicago Unit Hears Spears 


A cautious approach in applying any 
rating system to an agency force was 
advised by I. M. Spears, vice-president 
of State Farm Life of Illinois, at a 
meeting of Chicago Assn. of Life Un- 


the need for cooperation between the 
home office agency department and the 
underwriting department in adopting a 
satisfactory persistency rator. He rec- 
ommended the persistency rator pub- 
lished by L.I.A.M.A., and furnished 
copies for reference during his talk. 





John J. McMahon has been named 
a sales consultant in the special serv- 
ices division of the agency department 
of Equitable Society. He has been prac- 
ticing law at Poughkeepsie, N. Y. He 


derwriters. Mr. Spears then expressed 


served in the navy during the war. 








Fis name is I. Jones, Prop. 


his days doing quality that a big factory will buy them rather than 


make its own. 

He’s the owner of the corner candy store, who sees to it 
that you will always have a pack of cigarettes, a newspaper, 
a rubber band, a box kite, a doll carriage, and a quart 

of ice cream for dessert. 

He’s the moving man, the gas station man, the man who 
fixes the roof, the man who adjusts the television set. 

He’s the man who will cash your check when you run 
short, or forget to send his bill if you've been sick. 

He’s the man who did business with your father, and the 
man who will be doing business with your son. 

The textbooks have a dry name for I. Jones, Prop. 

They call him The Small Businessman. You'll look a long 
time before you find a bigger man anywhere. Bigger in self- 
respect. Bigger in usefulness to his neighbors. Bigger in 
influence on a national way of life that lets any man 

be his own master. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Uniform Deposit Slate Prudential’s {fonor 
Law Idea Scanned Ordinary Rally in f[eade1 
at Denver Pow-wow Fla. Oct. 4-6 of Live 


Our 40th 





CARL F. MARSH 
McCook 
Nebraska 





Carl F. Marsh’s 31st 


Throughout his busy and successful underwriting career with 
The Ohio National over a period of 31 years, General Agent 
Carl F. Marsh of McCook, Nebraska, has won and kept the 
high regard and loyalty of his many life insurance clients. He 
has also earned the admiration and respect of his Ohio National 
business associates in the field and at the Home Office for his 
excellent personal production and persistency record which has 
entitled him to well-deserved recognition on the Company’s 
Honor Rolls for many consecutive years. 
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Pass oss0" OF Much 


Yes, the Pacific National man is’ the pos- 
sessor of much. His company offers: 


Preferred Risk 
Renewable Term 


“Poverty does not: mean the 
Possession of little, but non- 
possession of much” 


—by Antipater — 






Par and Non-Par Contracts 

Retirement Life Income 

Convertible Term Mortgage Redemption 

Substandard Service Disability Income $10.00 
Family Income $10.00 and $20.00 

and his company gives him: eis ie! 


A top commission contract, non-contributore retirement PLUS 
renewals. Select opportunities available for general Agents if 
you can qualify. For details write to . . . 


PACIFIC NATIONAL 
LIFE ASSURANCE COMPANY 
411 E. So. Temple - Salt Lake City, Utah 


RAY H. PETERSON KENNETH W. CRING 
President Vice Pres. & Sup. of Agencies 
















DENVER — The Kavanaugh sub-com- 
mittee recommended that the N.A.I.C. laws 
and legislation committee adopt a uniform 
deposit law in lieu of special deposits, and 
also suggested that the present sub-com- 
mittee continue its study of automobile 
security funds, etc. 





DENVER—The committee of Na- 
tional Assn. of Insurance Commissioners 
headed by Kavanaugh of Colorado to 
consider a uniform insurance company 
deposit statute and insolvency fund 
legislation held forth here this week. 
Mr. Kavanaugh’s committee associates 
consisted of Lee Kueckelhan represent- 
ing Commissioner Sullivan of Washing- 
ton; Frank Fullenwider representing 
Maloney of California; Commissioners 
Dickey of Oklahoma and Taylor of 
Oregon. Other insurance department 
representatives were Apodaca of New 
Mexico, Viehmann of Indiana and Chief 
Examiner C. Carl Silverkup; Joseph 
R. Glennon of Illinois; Herbert Thomp- 
son of Michigan; Ralph W. Russel of 
Oklahoma, Commissioner Taft of Wy- 
oming, Isaac Goldstein, special counsel 
of the New York Liquidation Bureau 
and C. M. Snyder and Melvin C. Snyder 
of the Colorado department. 

A digest of statutes relating to de- 
posits, special deposits and insolvency 
funds was distributed by the Colorado 
department. Mr. Kavanaugh brought 
everyone up to date since the formation 
of his subcommittee. Various reasons 
why the requirements for special de- 
posits have become outmoded and should 
be repealed were advanced at the 
hearing. 

From all indications, the subcommit- 
tee will not make a report at this time 
as the subject matter is too complicated 
for any hasty decision. 

The meeting was largely exploratory 
and Commissioner Kavanaugh was an 
ideal host. 

“Industry” representatives on hand 
included W. J. Walsh of American Life 
Convention, J. R. Berry, E. M. Griggs 
and Jack G. McKenzie of National 
Board of Fire Underwriters; Roy L. 
Davis, Assn. of Casualty & Surety 
Companies, Chicago; A. A. Tousaw, Sun 
Life of Canada; N. R. Johnson and E. 
J. O’Brien of American Mutual Alli- 
ance; R. E. Baker of Inland Empire of 
Denver, and L. B. Palmer of Asso- 
ciated Mutual of Kansas City. 


Nonforfeiture Benefits Large 


Nearly $50 million in death benefits 
will be paid on some 80,000 claims this 
year under the “nonforfeiture” provi- 
sions of life policies, it is estimated by 
Institute of Life Insurance. 

Based on an analysis of one month’s 
death claims nation-wide, the Institute 
finds that more than 5% of the claims 
and nearly 3% of the amount paid out 
are under one or the other of these 
provisions. 


Denver Actuaries Elect 


Louis W. Pfarrer, actuary of Capitol 
Life, has been elected president of 
Denver Actuarial Club. Marshall C. 
Pratt, assistant vice-president of Se- 
curity Life & Accident, is vice-presi- 
dent, and M. J. Shada, vice-president 
and actuary of Bankers Union Life, 
secretary. 


Confederation Life Extra 


Confederation Life will increase its 
quarterly dividend from $2 to $3.75 per 
share for the last two quarters. 

The company has adopted a new by- 
law permitting authorized capital stock 
of $1 million to be 80% paid up by the 
end of 1951. At present it is 40% paid 
up. It is intended to have the stock 
90% paid up in 1952 and fully paid 
up the following year. 











Prudential’s annual ordinary agenc§ Emmett | 
business conference will be held an Pak western Mu 
Beach, Fla., Oct. 4-6, with nearly syfjchieved Pr‘ 
agency managers, assistant Manager, § nence as ac 
special agents and brokers attending, pany leader. 

According to Sayre MacLeod, vice fhaving WT"! 
president of the ordinary agencies ¢efihe largest 2 
partment, the gathering will bring tofjer of lives 
gether one of the largest assemblages aually Ove! 
of agency personnel in the company’s} long period, 
history. 

Participating will be field men from 
all parts of the United States, Canad 
and Hawaii who are members of the}; 
elite “400 Club,” an organization 9 
blue-ribbon agents who sold upward of; 
$400,000 of net paid-for during a 1.}) 
month qualifying period. 

The delegates will hear addresses by 
Carrol M. Shanks, Prudential’s preg. 
dent; Edmund B. Whittaker, vice-preg. 
dent in the group insurance department, 
and Mr. MacLeod. Representatives 
from the field will participate in a num. 
ber of panel discussions. Also featured 
on the speaking program is Walter J. 
Matherly, Jr., dean of the school o 
business administration of University of 
Florida. 


Lewis Ohio State Leader 


Wayne Lewis of the Columbus, 0, 
agency of Ohio State Life, produced 
more than $1 million of insurance the 
first eight months of this year. He was 
the company’s top man for August and 
is leader for the year. The field force 
is now putting on a special campaign 
in honor of President Claris Adams, 
The agency exceeding its quota by the 
largest percentage will be presented the 
President’s Trophy. 
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AGENCY 
ASSISTANT 


A well known and progressive life 
company is looking for a man with 
a proven record to train for an execu- 
tive position. Age preferred around 
40. Must have college education and 
a successful sales record in life insur- 
ance. Very attractive salary. For 
more information beyond these basic 
requirements write or call 
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sader in Number 


| Lives Written 
TY agencig§ Emmett Cowell, 


Nearly s5fachieved promi- 


Manager Pence aS a COM- 
tending, foany leader for 
Leod, vice fhaving written 


Sencies defthe largest num- 
bring tof her of lives an- 
Ssemblagefnually over a 
Company's} long period, has 
completed 25 
men fromfyears with the 
es, Canadf company. Dur- 
€rs Of thefing the quarter 
iZation off century, he qual- 
upward offiied for the 
‘Ing a i.§Northwestern 
Mutual Mara- 
dresses byfthon Club 17 
al’s preg. [times by writing 
Vice-pres. $100 or more 2 
epartment flives, and won the presidency eight 
>Sentatives years by leading all agents in the number 
in a num-fof lives insured. This was accomplished 
O featured | despite the fact that Mr. Cowell resides 
Walter J.Jin a small town and operates as a part- 
School offtime agent. He has written 3,190 lives 
versity off for $5,250,000 of insurance. . 
In celebration of Mr. Cowell’s anni- 
versary, W. L. Jacobson of Belleville, 
Ill, his general agent, gave him a sur- 
der prise party. With the cooperation of 
nbus, 0,{ Mrs. Cowell, an all-day picnic for the 
produce(fentire agency staff and their families 
rance thefwas quietly planned at the Cowell farm 
He was}where the family usually spends its Sun- 
igust andfdays. A wire recording brought con- 
eld forcefgratulations from President Edmund 
campaign} Fitzgerald, Grant L. Hill, vice-president 
Adamsfand director of agencies; Dr. Gamber 
a by the} Tegtmeyer, medical director, and assist- 
anted thegant agency directors on the home office 
staff. 
The date also marked the 32nd wed- 
ding anniversary of the Cowells. About 
60 attended the celebration. 


Berkshire Fills Two 
‘ Posts at Home Office 


: Berkshire Life has appointed John A. 
ve life} Curtis personnel director and Bruce D. 
n with |fShepherd as assistant to Jesse H. Car- 
execu-|ppenter, 2nd vice-president in the under- 
round |} “iting department. Both will join the 
company Oct. 1. 
mn and if Mr. Curtis, a 1933 graduate of Bates 
insur-|} College, was in Y.M.C.A. work at 

For|j Concord, N. H., and Boston, associate 
idirector of admissions at Bates, navy 
lieutenant, and vocational rehabilitation 
training officer with the veterans admin- 
istration before he went in 1947 to 
Springfield College as vocational ap- 
Praiser and later assistant director of 
placement. Recently he has been as- 
sistant dean of students at Hofstra 
College, Hempstead, L. I., N. Y. 

Mr. Shepherd joined the actuarial de- 
partment of Connecticut General in 1935 
after graduation from University of IIli- 
Nois. He has been in the underwriting 
department since 1937 except for marine 
corps service. He was named reinsur- 
ace assistant last January. He received 
his law degree from University of Con- 
gy I necticut and is a member of the state 
bar. He is the son of the late Clinton 
O. Shepherd, vice-president and actuary 
of Travelers, and nephew of Bruce E. 
Shepherd, manager of Life Insurance 
Assn. of American and Pearce Shep- 
herd, vice-president and associate actu- 
ary of Prudential. 


Peoples, Ind., Biloxi Meet 


Peoples Life of Indiana held its Chal- 
lengers Club convention at Biloxi, Miss. 
here was a full sales program, with 
the following company men taking part: 
Arthur C. Louette, executive vice-presi- 
dent and manager of agencies; Robert 
K. Ryan, general counsel; Harold W. 
Smith, treasurer; Maurice Hartwell, 
secretary, and LaVerne Wilson, super- 
intendent of agencies. 
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eld at Palpfyestern Mutual at Red Bud, IIl., who 





Kenneth D. Hamer, vice-president 
and agency director of Pan-American 
Life, spoke on ‘“Salesmanship is the 
Answer”. Others on the program were 
Clayton Rand and Charles M. New- 
comb, professional speakers. 


Field Consultants Confer 


A two-week conference for the field- 
stationed consultants of Prudential’s 
field training division was held early this 
month at the home office at Newark,. 
They brought together men from all 
parts of the country and heard reports 
and discussions of accomplishments and 





current practices in the field, and ex- 
changed ideas on recruiting, selecting 
and training. The meetings were con- 
ducted by members of the home office 
staff of the field training division, and 
speakers included several company 
executives. 


N.A.LC. Proceedings Out 


The 1951 volume of the proceedings 
of National Assn. of Insurance Commis- 
sioners is now available for distribution 
at $15 each. This contains the proceed- 
ings of both the 1950 mid-winter meet- 
ing at Los Angeles, and the annual 





meeting at Swampscott, Mass. Perma- 
nent bound volumes for 1949 and 1950 
are also available for $10 each. 

Orders may be placed with N.A.I-C. 
at 160 North LaSalle street, Chicago. 


Baugh Resigns Ky. Post 


Charles J. Baugh, assistant insurance 
commissioner of Kentucky, has resigned 
and will become a partner with his 
uncle, O. P. McClain, in an agency at 
Mayfield, Ky. He was in the insurance 
business at Murray and Mayfield, before 
he entered the department in 1948. The 
not be filled at once. 


vacancy 


will 


Not much bigger than your hat 


(but AU 0 0) GRAP H outperforms all other dictation systems) 


Just 914 inches square, so it can’t clutter your desk. Its 16 
pounds make it really portable. The feature-packed Gray 
AubocraPH is a remarkable engineering achievement — so 


simple to use that dictation is a pleasure. 


Find out how the versatile AUDOGRAPH can increase your 
office output up to 30%. You organize your thoughts . . . take 
your time...and soundwrite conferences, sales reports, 
memos, statistics. And all that while, secretaries are free for 


other important tasks. 


Operation is simple. One-lever control eliminates lifting 


AUSGERAP 


AUDOGRAPH sales and service in 180 U.S. cities. See your 
Classified Telephone Directory under “Dictating Machines.” 
Canada: Northern Electric Company, Ltd. Abroad: Westrex 
Corporation (Western Electric Company export affiliate) in 
TRADE MARK “AUDOGRAPH™ REG, U. $. PAT. OFF. 


35 countries. 


the arms...means no complicated adjustments. There’s 
over an hour’s dictation time on one flexible plastic disc — a 
disc that can be resurfaced for reuse up to 50 times! No 


throwing away after one recording. 


the coupon today. 


Dictation is easier — with AUDOGRAPH! 


The AupocraPH is engineered from your secretary’s view- 
point, too. Its illuminated index has a “traffic light” that 
flashes red when corrections are coming up, green for end of 
message. Words come through crystal clear. Tone control 
gives full treble-to-bass range. Get more information — mail 


The Gray Manufacturing Company, Hartford 1, Connecticvt 
Send me Booklet 9-H—“Manpower—starts with YOU!” 
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Life Men, Lawyers Conference Meets = {-olle 


s 

The joint conference consisting of counsel of New England Mutual Lif Chic 
representatives of the life insurance other members are Deane C. Davis, Na 

ver business and the committee on the un- tional Life of Vermont; Roger Hull Ch 1 
authorized practice of law of American Mutual Life; Powell B. McHaney, Gep. u 

Bar Assn., established last June at eral American Life; H. Bruce Palmer ‘as 
Chicago, met at New York City. Ob- Mutual Benefit Life; H. S. Redeker p An} 
jectives of the conference are to promote Fidelity Mutual Life; Sylvester Cf ance Lif 
good relations between lawyers and the Smith, Jr., Prudential, and William Pp} was jaile 


life companies and their agents, to re- Worthington, of the Home Life of Ney complain 

view from time to time any practices York. | ester 

which are alleged to constitute an un- ‘Representing the bar association was}! had sold 

@ authorized practice of law, and to give a committee headed by John D. Randall not licen 

9 9 consideration as to spheres of activity Cedar Rapids, Ia. Other members ap, among ¢ 


of the two groups in discharging their Thomas J. Boodell, Chicago; Warrey} surance 
respective responsibilities in the public H. Resh, Madison, Wis.; Cuthbert §| seating 
interest. Progress was reported in work- Baldwin, New Orleans; A. James Cas. with cor 
f ing out a program, along educational ner, Cambridge, Mass.; E. N. Eisen. Rogalla 
es 


6 
lines, designed to further these hower, Tacoma, and Edwin M. Otter. He to 
On Va ul a tons objectives. bourg, New York. to Reliat 
e Representing life insurance was a Also at the meeting were Ralph q) ad that 
joint committee established by American Kastner, associate general counsel gf|j ™4?S m 


Life Convention and Life Insurance American Life Convention, and Henry} that the} 
Assn. of America. Headed by John R. Glenn, associate general counsel of that ams 


























Barker, Jr., vice-president and general Life Insurance Assn. sary for 
z company 

2 ; s hey are 

Conference Committee in view of the plan for early action, fo cou 


Following testimony of actuaries R.J.) one me 
and thanks —to the men Heads Are Named Myers of the federal security agency] member 
: : and C. W. Kroll of the Treasury jn. 

d f fi ld PP ee ee bs = & A. dicating the Kilday bill’s contributory | Selects 
WwW Jnderwriters Conference has been com- system of armed servicemen’s survivors{ Mr. R 

an omen Of our e pleted. Jarvis Farley, Massachusetts In- benefits would be self-supporting except] clientele 
: ti h t b demnity, president, has created three jn event of a catastrophe, the committe] note of 
W o new committees, a conservation com- asked government agencies to report on} relief ch 
organiza on Oo es a mittee to study the impact of persist- substitution of a pay percentage deduc-| also he 1 
li sg = the cost <a _ tion system for the dollars and cents} tions to 

ished a new record _ and advise on methods of improving plan provided in the bill. 

sne e Cor pre persistency; a cost committee to con- The committee staff theory is a per. =. 
= e * duct and cooperate in studies of A. & centage factor might operate better, as ane wi 
duction during our nine- a insurance costs, and a claim — in case of armed forces’ pay increase] complair 
ions committee to analyze relations be- survivors would receive benefits ona went to 
tween insurer and claimant. There are proportionate basis. fe a 





teen fifty-one Anniversary now 28 conierence committees. aie 
The chairmen are: proc 

° Planning, Frank L. Harrington, Mas- Manufacturers Has Rally Reli 
( ampalan sachusetts Protective; finance, R. J. Wet- lif : . | ellance 
. terlund, Washington National; agency Qualifiers for the Senior Production ignated 
management, H. L, Knight, Massachu- Club of Manufacturers Life attended an} She tolc 


e : 


West Coast Life: business ‘standards, ¢ducational conference at Bigwin Im) proceede 
E. A. McCord, Illinois Mutual Casualty, Lake of the Bays, in northern Ontario} the plac 
and W. E. Collins, Loyal Protective Life; Among the speakers were G, Li) four hor 
claim relations, E. J. Faulkner, Woodmen Holmes, assistant general manager and] the sam 
Ohio State Fair; cost, L. D. Ramsey, actuary; John E. Brownell, manager a} these p: 


Business Men's Assurance; convention, Pittsburgh, and W. A. Kennedy, Winni-]! making 
G, A. L’Estrange, Wisconsin National peg, Alden C. Palmer, vice-president of|| of the | 


Life; disability insurance coordinating, . ‘ ° - 
J. W. Scherr, Jr., Inter-Ocean; education’ R. & R. Service, spoke on “The Price oi}) complait 


f, C. F. Lee, Columbian National Life, and Leadership.” A. Kinch and W. Ti! The I 
. J. Huggan, Progressive Life; group, i i H +4 

Darrell Q. Smith, American Casualty; pipe 4 a anggid of egg KS pres) investigé 

vice-chairman, association group, G. L. 4t the business sessions, which included}) activitie: 

McDowell, Commercial; vice-chairman, forums on business insurance, programt-|| Ill. Dep 


baal! day y ~ 1wy blanket, W. J. MeGettigan, Security Life i i i 
INSUR os On ot COMPANY & Accident; vice-chairman, compulsory ot oe estate analysis and 
= —— o | cash sickness, BE. C. Voigt, Lumbermens V!SUal Selling. The I 
6) } NX -}: B | PAN S 4 A Mutual Casualty; vice-chairman, fran- the trail 
a of ‘i chise, Porter A. Bywaters, Jr., Employers nearly t 
Casualty; vice-chairman, industrial The Lee B. Scheuer agency of State oe 
group, R. C. Knoblock, Washington Na- Mutual Life at Cincinnati had total pro — 
aeak ii. a. owland, duction of $1,011,550 in August. This! Tesident 


Mutual Benefit H A 
Hospital insurance, Don R. Hodder, makes the second time the agency has|} ture fror 


Woodmen Accident, and W. C. Murphy, exceeded $1 million in production in one cluding 





























American Hospital & Life; Legal, Dudley ecimer 
Porter, Jr., Provident L. & A.: medical month, pa earn 
insurance, Howard LeClair, Mutual Bene- FS A 
fit H. & A.; membership, W. Franklyn selor” f 





White, Mutual Benefit Life; memorials, This wa: 
M. W. Hobart, Ministers Life & Casualty; W 
non-cancellable, A. W. Perkins, Union EST COAST that so 


Sn Vong Monsrentitecnenorary chalrman, — OPPORTUNITIES) viens 








nd F. S. Vanderbrouk, Monarch Life, , 

cha “ie Ti Pp. GK : ti : y ie 

ocial insurance, P. G. Korn, Nationa € 

numbered among those Cae: — —. = eee liance L 

ae r ye; stan ovisions, 

who are continuing 0. F. Grahame, Massachusetts Protective ; w a _ 

. statistical, J. H. Miller, Monarch Life; Y | cou re 

to provide future taxation, W. Russell Arrington, Com- Yj OAKLAND, CALIF. “selor” 
bined; underwriting, J. M. Wickman, Population: 380,576 | ing i 

‘al se t North American Life & Casualty, E. F. P . ' § licen 

financia SCCUrILY Brewer, Republic National Life, C. M. Gain 26%, — 10 years departm« 

: Bie Barry, Ohio State Life. ° y there wi 

in the best traditions Yj Center of the rapidly growing |} recomme 

oO the American way o hi e. = as industrial East Bay, Oakland is At th 

f y f f Study Survivor Benefits becoming an Empire in itself, (| Wrote t 

WASHINGTON—The House Kilday Offers unusual opportunities pra 

or 


ATLANTIC LIFE ee ee ee 7, ‘or growth with West COM cally th 
sions this week with the idea of com- Life. pat . 
INSURANCE COMPANY ea a ae ae decarng 


applicant 


date. plic: 

niche ioaetamcunetinal The committee has received no re- West Gast e Illinois ¢ 
Established in 1900 quests for hearing from life insurance and othe 
companies. National Assn. of Life h The I 

ROBERT V. HATCHER Underwriters was contacted and re- INSURANCE COMPANY as rece! 
President quested opportunity to appear early in Refers t 


October, owing to the pendency of its y 
Los Angeles convention. However, com- Y SAN FRANCISCO The I 


‘“‘HONESTLY, IT’S THE BEST POLICY” mittee sources expressed doubt the bill VA, ba mat 
: would be under consideration that late, ee en th 
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CTION TROUBLES Monday this week in Racine avenue mmissi Seattle, was host at a luncheon for the 
ots oe police cout it was continued until Oct. = 6 mee Attend coenerte: — sueninnate “ bene 
: s = 17. one athering staff, an re ode, general counse 
futual : y : 1h 
Davis, Ne Chicago Jail for asec ial ae Bes gear i The zone 6 commissioners presting ¥ nerereveyara Mutua! Fire, was host 
oger : ‘ at Seattle wit ilham . sullivan 
- si | Chummy Counsellor Reliance Life & Casualty scheme of Washington presiding as chairman, i 
ace PANE scnsurance counsellor” for Refi thee 2m #0 bi Sieren Eerie adopted a resolution opposing the zone N. Y. Estate Planning Course 
5. Redeker Pp An_. ‘ eli- Call k ; y. 4 proposal that during the course of con- 
ivestertil ance Life & Casualty of Phoenix, Ariz., is in the possession of the Illinois de- vention examinations of fire and casu- Poi ei pl ag ao cant 
William pl was jailed at Chicago the other day on partment and the ad reads: alty companies a study be made of the of the Insurance Society of. New Sei 
Life of New complaint of the Illinois gig nae de- “Rocket ahead with famous Blue Star rating practices and policy forms. All Sept. 26. Classes will run for 15 weeks 
partment and two women to whom he hospital and general disability insurance. of the zone 6 states were represented ex- and will be held Wednesdays from 4 
ciation was) tad sold policies in this ens Sa 4 Huge Golden Rule commissions for cept Arizona. The discussions pet- 5m. to 6 p.m. E. S. Jarrett, supervisor 
D. Randaj,| aot licensed in Illinois. 7 wiicitine in. (life. Write or wire: Reliance Life & tained almost exclusively to property of agents’ training of Equitable Society, 
embers are among yon Mirage gg Meee pp gg te. Casualty, department 1070, Phoenix, insurance matters. is the instructor. Details of the last two 
Pine na as cen company yo Ariz.” H. K. Dent, president of General of parts of the course will be annuonced. 
James Cas.! with confidence game. He is Walter J. 
N. Elisen.{ Rogalla of 1253 Marion court. 
M. Otte} He told investigators that he got next 
to Reliance Life & Casualty through an 
- Ralph x) ad that they ran_in a specialty sales- 
counsel of man’s magazine. They had it set up so 
and Henry} that they apparently represent to people 
counsel @ that answer the ad that it is not neces- 
sary for — te be og ag “ sor Ee 
ompany to be licensed in a state, tha 
aan a we not actually agents but insur- 
action. sance counsellors and that it is a case of 1000 SALES IN FIVE YEARS... 
uaries R.J,] one member simply getting another 
ity agency, | member in a cozy way. ELLING EXPERIENCE 
ortega | Sects Relief Clients NO PREVIOUS S$ 
. Survivors; Mr. Rogalla, it apprets Suvesees : 
ting except] clientele among relief clients. He too 
Comme ats of when prospects received their . many july 21, 1951 
o report on} relief checks and were in funds. And Mr. Francis J. O’Brien 
‘age deduc-{ also he was able then to time his collec- Franklin Life Insurance Company 
and cents} tions to advantage. Springfield, Illinois 
3 Jean Herrick, who resides in a room- 
y 1S a Pet) ing house on Milwaukee avenue in Chi- Dear O’B: 
better, as cago with her four children, made the JAMES B. TISDALE , : 
ry, Increast} complaint. She said that Mr. Rogalla The completion in May of my first five years 
efits on a} went to her place at a time when she In May 1946, after five with the friendly Franklin was a big event to me 
had received her relief check and de- years with the U. S. : ab 2 h 
manded the balance that was due on a Air Force, Jim Tisdale naturally, and especially so since I made my 1,000t 
all premium for a policy he had sold her in came direct from Manila sale toward the close of that month. But you folks 
Y Reliance Life & Cagualty that was des- to Montgomery, Ala., at the Home Office are certainly responsible for 
Production} ignated as a “security family” policy. to make his home, +i imply foll d 
ittended an} She told the police that Mr. Rogalla and to join the that record, such as it is, because I simply followe 
a Inn} proceeded ~ poagge ~ = yy on py your advice given five years ago—to concentrate on 
'n Ontario.) the place and slept on a be ere for t the end of five years in’ i i 
re G. Lf ae hones. Aaaines woman tenant of ee had wands 1,000 sales. Franklin s exclusive Insured Savings —— 
anager and!) the same place who had bought one of At least 25% of Incidentally, I have been able to save a litt e money 
nanager at}! these policies joined Mrs. Herrick in his current sales are myself, since the Company paid me $11,250 in 1950. 
dy, Winn! making the complaint. Also, Miss Stone to former clients ... As you will remember, I started with The Franklin 
resident oi|/ of the insurance department signed a 50% through the y é oe Ili 
he Price off} complaint charging confidence game. recommendations of after my army discharge in 1946. I had no se ing 
d bal? The Illinois Coens . ne —e o— * experience behind me, and was a stranger in 
S, presided) investigation to see how widespread the | ere is the recor ° 
+h included} tetivities of this company might be. of his earnings: the city I had selected for my home. However, 
, Program| Not Napoi Cash Income friends began to come fast as I started spreading 
alysis and] a - oe : te peeeenenenes $ pent word of our incomparable President’s Protective 
The Illinois department has been on eonseeee = 4,940, . - 
the trail of eee. Life & Casualty for 1948... 5,932.47 Investment Plan, and for the first two years that is 
of State! nearly three months. In June it re- 1949........... 10,247.36 the only Franklin plan I sold. Even now it remains 
“total pro{ ceived an inquiry from ‘an Illinois = seoonennnnns beep my favorite and I am happy to say that my 999th 
yust, ‘Tag Tesident who had gotten some litera- eur ta caeeane and 1,000th sales were $5,000 PPIP each to a man 
genes ee Reliance Lite & Casnality, in- B Tisdale” d his wife. Since May, 1946 I have sold only 68 
ion in one|| Cuding an application for insurance, James B, Tisdale. and nis wile. y> , : y 
specimen policies and a “certificate of contracts that were not Franklin exclusives, 
authority” to act as “insurance coun- Thank you once more for the inspiration all of you 
selor”? for Reliance Life & Casualty. 1 id 
: fy was a fancy card with = aenl staan SO ¢ -nerously provide. 
that so and so was a member in goo : 
[TIES geting orion: gach mouth a he rec- Cordially yours, 
ommends eligible applicants. e was . . 
told that he would be paid a fee for Jim Tisdale 
recommending each applicant that Re- 
—_ liance Life & Casualty accepted. This . 
; man asked the department whether he An agent cannot long travel af a faster gait than the company he represents. 
. | could proceed to be an “jnsurance coun- 
| selor” for this company without be- 





6 ing licensed. On June 21 the insurance 
department replied that under these facts 


ears 

y ._|j there would be no difference between 

y growieg recommending and soliciting insurance. . 

akland is} At the same time the department Lhe 

in itself, oe to. potones Life & Casualty 

rtunities }f Clting article 7 of the Illinois code on 

"Cl unauthorized insurers and citing espe- i LAKE INSURANCE 
, cially the provision that receiving pay- COMPANY 





ment for contracts of insurance consti- 
tutes doing business in Illinois and 
declaring that anyone recommending 
applicants in this way is violating the 
Inois code and becomes liable to fines 
and other penalties. 

The Illinois department states that it 
has received no reply to that letter. 


Refers to Postal Inspectors 
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cisco The Illinois department has referred 
be matter to the postal inspectors. 
ae hen the case of Mr. Rogalla came up 
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A Welcome Form of Competition 


Ordinarily a company that has been 
operating in a particular field doesn’t 
greet with hosannahs the entry of pow- 
erful competition into the same arena, 
especially when it is not just one com- 
petitor but a general influx. Yet this is 
what is happening in the A. & H. field. 

Just recently at his company’s con- 
vention, President H. P. Skoglund of 
North American Life & Casualty de- 
clared that the entry of so many of the 
larger life companies into the A. & H. 
field is one of the finest things that 
ever happened for that branch of the 
business. He pointed out that these 
companies will conduct their sales and 
claims practices on a high plane that 
will help to elevate the public’s concept 
of the A. & H. business. 

Mr. Skoglund’s feeling is doubtless 
shared by the majority of A. & H. ex- 
ecutives, who would like to see the 
chiseling claims practices of a small 
minority of the companies shrink to an 
even smaller proportion of the A. & H. 
picture than is presently the case. As 
was brought out at the meeting of the 
International Claim Assn. last week, the 
percentage of unfairly handled claims 
is small but word of them spreads like 
ripples from a stone thrown into a mill- 
pond. 

Too large a proportion of the public 
believes that no company is going to 
settle an accident or health claim until 
it has beaten the insured down by every 
known device and _ technicality. 

This improvement of the public’s opin- 
ion of the A. & H. business is not some- 
thing that need wait any great time to 
materialize. A number of the recent en- 
trants in this field are companies with 
large sales forces. These agents have 
been introduced to their new wares 
through announcements and promotional 
procedures designed to get them going 
with enthusiasm. The agents have a vast 
number of ready-made A. & H. pros- 
pects in the life policyholders they now 
have on their books. These prospects 
in the main, have a high opinion of the 
agent and the life company he repre- 
sents, or they would not have bought 
from him. If the relationship has been 
satisfactory, and it normally would be, 
they should be willing to buy with a 
minimum of persuasion. 

If the life insurance business were 
in the same position that the A. & H. 
business is in, with public relations con- 
taminated with the unsavory claims 
practices of companies doing a small 
fraction of the business, it would take 
a considerable time before the addition 


of powerful allies on the side of justice 
and equity could show much in the way 
of results. There would be few early 
death claims, no matter how much 
business the newcomers might write. 

But with A. & H. insurance, the 
claims develop much more rapidly. A 
company doesn’t have to be in the busi- 
ness long to have a chance to show 
the public how it is going to treat 
claimants. Does it regard itself as be- 
ing in business to pay as little as it 
can, looking for every possible “out’’? 
Or is it just as anxious to pay fair 
claims as to decline unjust ones? 

A great part of the reason why A. & 
H. insurers that promise much and pay 
little are able to sell enough to keep 
gooing is that they are working among 
a public that from an A. & H. stand- 
point is unsophisticated. Not many of 
these buyers have had a chance to com- 
pare one insurer against another. 

Years ago it would probably have 
been easy for a life company to mar- 
ket an ordinary life policy without non- 
forfeiture benefits. Today the insurance- 
buying public is too well informed about 
life insurance—chiefly through the ef- 
forts of the agents—to fall for such a 
plan, even if it were permitted by law. 

With nearly as many agents selling 
A. & H. as sell life insurance, and per- 
haps more, counting sales by casualty 
agents, it should not be long before the 
vast majority of the public gets to know 
enough about A. & H. policies and com- 
panies and their claim practices that 
there won’t be enough unsophisticated 
buyers to make it possible for the 
chiselers to stay in business. There will 
always be people who will fall for a 
slick sales talk or promotion piece but 
if such prospects become measurably 
scarcer than they are now it may well 
be that the increased cost of seeking 
them out will be prohibitively costly for 
the promise-big pay-little boys. The at- 
trition in this market caused by large- 
scale additions on the side of the angles 
may very likely do more to eliminate 
unfair claim practices than anything the 
legislators and commissioners have been 
able to accomplish. 

And, while welcoming the new and 
widespread entry of life companies into 
the A. & H. field, let us not forget to 
give full measure of credit to the large 
majority of companies, life, casualty 
and specialty, that have sold fairly 
drawn A. & H. policies and pursued 
the equitable claim practices, Otherwise 
newcomers would never have been 
tempted to take the plunge. 


Bert A. Hedges, Business Men’s As- 
surance general agent, Wichita, and 
past Kansas chairman of UNESCO, has 
been named an honorary citizen of Or- 
leans, France, “in recognition of his 
work on the exchange between the ‘sis- 
ter cites.” Bernard Chenesseau of 
Orleans made the trip to Wichita to 
make the presentation on behalf of the 
municipal council of Orleans. 


Charles C. Grimm, a first year man 
with the Paul A. Jernigan agency of 
Penn Mutual, Wichita, has been an- 
nounced as the leading producer in the 
entire United States among first year 
men in number of cases and has been 
awarded a trip to the home office. 
Grimm, a recent Wichita University 
graduate with no previous sales experi- 
ence, was also second in volume. Mr. 
Jernigan attributed his success to “see- 
ing the people.” 

Hiller, vice-president of Frank- 
lin Life, who suffered several heart at- 
tacks last February, is recuperating sat- 
isfactorily at his home in Springfield, IIl. 
He and Mrs. Hiller plan to leave in the 
near future to spend the winter in 
Florida. 

For the third successive year R. Earl 
Denman of the Joseph M. Gantz agen- 
cy, Cincinnati, has topped the field force 
of Pacific Mutual in total coverage 
placed. A life member of the Million 
Dollar Round Table, Mr. Denman 
works solely in the Cincinnati area. He 
has ranked among the 10 most success- 
ful salesmen of Pacific Mutual for 23 
years and nine times has topped all com- 
petition. 

Ralph E. Edwards, associate ac- 
tuary of Baltimore Life, has been elected 
president of National Puzzlers League. 
Mrs. Edwards, a consulting actuary, was 
named secretary. The league is made up 
of devotees of word puzzles. 

Marking his 40th anniversary with 
Metropolitan Life, Martin R. William- 
son will be honored at a dinner Saturday 
night at Miami Beach. He is manager 
of the Biscayne district. 

George Huth, Connecticut Mutual 
Life, is heading the 1951 Community 
Fund campaign among more than 1,400 
firms in Chicago, including attorneys, 
engineers, insurance, office equipment 
and real estate throughout the city. 

Carrol M. Shanks, president of Pru- 
dential, was awarded an honorary de- 
gree by New York University at the 
dedication of its new law center 

Howard Holderness, president of Jef- 
ferson Standard Life, was elected to 
the board of Burlington Mills Corp., 
Greensboro, 

Carl B. Kloppenberg, general agent 
of Franklin Life at Springfield, IIl., will 
be married in November to Miss Eliza- 
beth Nelch of that city. 

Edgar T. Wells, retired general agent 
of National Life of Vermont at New 
York, has been elected a director of 
hy organ brokerage firm of Arnold 


aker. 








Watson H. Vanderploeg has been 
elected a director of Bankers Life of 
Iowa. He is president of the Kellogg 
Co., Battle Creek, Mich., and a trustee 
of Kellogg Foundation. 


JAY W. SMITH, 72, who was vice. 
president and treasurer of United Life 


at Salina, Kan., from 1927 to 1942, died 
there. 
OSCAR G. LINDEMANN, 79, 3 


one time loan agent for Northwestern 
Mutual at Marshfield, Wis., and from 
1933 until his retirement last December 
loan supervisor for Wisconsin Nations 
died at his home at Glendale, Cal. 


WILLIAM P. SUTHERLAND, 4, 
who retired in 1931 as an agency man- 
ager for Equitable Society in New York 
City, died at Patchogue, L. I. He had 
been in the business for 40 years before 
his retirement and first was with New 
York Life. 

DAVID G. MEBANE, 72, who was 
associated with Jefferson Standard Life 
more than 40 years before his retire. 
ment in 1948, died at his home at Dur- 
ham, N. C. At the time of his retire. 
ment Mr. Mebane was manager of the 
policy department and registrar of the 
company. 

J. EVERETT ROWE, 55, 3rd vice- 
president of Metropolitan Life since 
1948, died at his home in Scarsdale, 
N. Y. He was an authority in the field 
of management and specialized in plan- 
ning and methods. An engineer by pro- 
fession, he joined the company in 1921 
in the ‘policyholders service bureau, He 
became an officer in 1942. 


CARRIE B. BURGET, wife of Eugene 
O. Burget, president of Peoples Life of 
Indiana, died at an Indianapolis hospital, 


Release Agricultural Funds 


LANSING, MICH.— Circuit Judge 
L. A. Coash has signed orders releasing 
certain trust funds of the _ reinsured 
Agricultural Life, formerly of Detroit. 

The court approved a $2.50 per share 
dividend on stock holdings and $3,000 
fee payments to Seth H. Burwell, Lan- 
sing, counsel, and Lewis G. Christman, 
Ann Arbor, trustee. A proposal that 
certain accrued dividend funds un- 
claimed by shareholders be apportioned 
among known stockholders was held in 
abeyance until May, 1952, when seven 
years will have elapsed and the funds 
will be escheatable to the state unless 
otherwise disposed of by the cout. 

The,company was reorganized in 1946 
as General Life and later reinsured by 
Bankers Life & Casualty. 











Posthumous Children to 
Collect Social Security 


Social security benefits of $82.50 
a month for the next 18 years 
will be paid to triplets born at 
Geneva, N. Y., four months after 
their father, Richard Haight, died 
of ‘a brain tumor. Mrs. Eunice 
Haight, widowed mother of the 
three children, will receive $35.40 
a month. ; 

The children are the first trip- 
lets in social security history to 
be born after their father’s death. 
The manager of the social security 
board’s office at Geneva, said that 
the three boys, David, Daniel and 
Donald, are entitled to the money 
ee the old age and survivors’ 

w. 








THE 


NATIONAL 


Published by THE NATIONAL UNDERWRITER CO., PUBLICATION OFFICE, 175 W. Jackson Blvd., Chicago 4, IIl., 


EDITORIAL DEPARTMENT: Managing Editor: Robert B. Mitchell. 
Associate Editor: Levering Coreen. Assistant Editors: Richard J. Thain, John C, Burridge. 


Editorial Assistant: Charles C. Clarke. 





ATLANTA 3, GA.—432 Hurt Bldg. Tel. Walnut 
Southeastern 


9801. Carl 'E. Weatherly, Jr., 
Manager. 
BOSTON 11, MASS.—210 Lincoln St. Tel. 


Liberty 2-1402. Wm, A. Scanlon, Vice-Pres. 


CHICAGO 4, ILL.—175 W. Jackson Tel. 
WAbash 2-2704. Teletype CG-65 0. £E. 
Schwartz, Chicago Mgr. A. J. Wheeler, Resi- 
dent Mgr. R. J. O’Brien, Advertising Mer. 

CINCINNATI 2, OHIO — 420 E. Fourth St. 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist,, Statistician. 

DALLAS 1, TEXAS — 708 Employers Insur- 
ance Blidg., Tel. Prospect 1127. Alfred E. 
Cadis, Southwestern Manager. 

DES SOEEES 12, IOWA—3333 Graad Ave., 
Tel. 77-4677. J. Chapman, Resident Manager. 
DETROIT he MICH. — 413 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resi- 
dent Manager. 


News Editor: F. A. Post. 


BRANCH OFFICES 


UNDERWRITER 


SUBSCRIPTION DEPT., 420 E. Fourth St., Cincinnati 2 Ohio 


OFFICERS: Howard J. 
President and Secretary. 
St., Cincinnati 2, Ohio. 


LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 





Louis H. Martin, Vice 


Burridge, President. 
420 E, Fourth 


John Z. Herschede, Treasurer. 


= 





IN KEY CITIES 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg. Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg. Tel. Main 5417. Howard J. 
Meyer, Resident Manager. 

NEW YORK 38, N. Y.—99 John St., Room 
1103, Tel. Beekman 3-3958. Editorial Dept.— 
Assistant Editor: Donald J. Reap. 


Business Dept. — Ralph E. Richman, Vice- 
Pres.; J. T. Curtin, Resident Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127. Tel. Pennypacker 5-3706. E. B 
Fredrikson, Resident Manager. 


PITTSBURGH 22, PA.—503 Columbia BIlds. 
Tel. COurt 1-2494. Jack Verde Stroup, Resi 
dent Manager. 


SAN FRANCISCO 4, CAL.—507 Flatiron aie 
Tel. EXbrook 2-3054. F. W. Bland, Pacifie 
Coast Manager. John E. Caughman, Paeifie 
Coast Editor. 
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OBSERVATIONS 


— 


Mutual's Korean Record 


Mutual Life has lost 48 policyholders 
in Korea, according to President Louis 
W. Dawson. On them it has paid death 
benefits of $225,000. Thirteen are miss- 
jng in action for whom it may pay 
330,000. One civilian is missing, upon 
whose life the company has $100,000. 


French Lick Hotel Not Licked 


Insurance groups that have been ac- 
customed to meeting at the famous 
French Lick Springs hotel at French 
Lick Springs, Ind., have been consider- 
ably concerned lest the present receiver- 
ship result in the hotel’s being either 
closed, sold to some religious group, or 
otherwise made unavailable for future 
insurance meetings. However, it may 
well be that these fears are unfounded. 
Massachusetts Mutual Life, which is the 
senior creditor, is doing its best to find 
a buyer among one of the hotel chains. 
The company feels that under the right 
kind of an arrangement the hotel can 
be operated on a profitable basis. 











What's in a Name? 


What’s in a name? Enough to cause 
officials of Mutual Life to ponder con- 
siderably about what the company 
should call the accident and sickness 
insurance it will begin to issue next 
year. Company officers confessed that, 
from the standpoint of semantics and 


accuracy of description, the title “safety 
and health insurance” would be best. 

“If we call it ‘accident and sickness’ 
insurance,” said one officer, “then we 
ought to call life insurance ‘death’ in- 
surance.” Semantics and accuracy, how- 
ever, bowed to tradition and common 
acceptance: “accident and sickness” in- 
surance became the official title of the 
company’s new coverage. But conven- 
tion lost out on at least one count. The 
term “cancellable” is commonly used— 
and frequently misunderstood—in de- 
scribing contracts which are renewed 
each year at the option of the issuing 
company. Mutual Life will have none of 
that. Its policies will be called “yearly 
contracts.” 


Inside—Outside 


An agent who produces a substantial 
volume of life business year in and year 
out but who devotes most of his time 
to fire and casualty, has an inside man 
to do the programming and estate plan- 
ning. The agent is outside, realizing on 
his contacts. He furnishes the inside 
man, who is well educated in life pro- 
cedures and programming, information 
in the rough. The inside man comes up 
with an impressive presentation. 

Some company people have discussed 
doing this, on the theory the agent is 
essentially a salesman, or should be, to 
secure maximum success, and not a de- 
tail man. Perhaps with a set of stand- 
ard questions in a standard form agents 
could secure all information the inside 
men need and in about the way they 
need it to guarantee a good analysis 
and program. 











Officials of Mutual Life at the company’s Top Club-National Field Club business 
conference at Houston, Tex. From left, Stanton G. Hale, vice-president and manager 
of agencies; Lewis W. Douglas, chairman and former ambassador to Great Britain; 
Louis W. Dawson, president; Roger Hull, executive vice-president. 





entral 


LIFE 


ALFRED MACARTHUR 
Chairman of the Board 














INSURANCE COMPANY 
211 W. Wacker Drive 
CHICAGO 


All forms of 
LIFE—INCLUDING GROUP—A & H 
Expanding . . . Agency Opportunities 


tandard 


WILBUR M. JOHNSON 


President 








Frank Sullivan Is Placed 
in an Incorrect Light 


THE NATIONAL UNDERWRITER regrets 
having placed Frank Sullivan of Kansas, 
the president of National Assn. of In- 
surance Commissioners, in an incorrect 
light in the article on page 5 of the 
Sept. 14 edition captioned “Day Offers 
Ideas for Easing Burden of N.A.I.C. 
Activities.” 

This article set forth the points that 
were made by Insurance Director Day 
of Illinois in a letter to Mr. Sullivan 
on how the insurance commissioners’ 
conventions might be improved. The 
mistake that was made was in saying 





that Mr. Day wrote this in reply to a 
letter from Mr. Sullivan soliciting such 
opinions and criticising certain features 
of the conventions. Mr. Sullivan did 
not write any such letter or make any 
such criticisms. What was done was to 
circulate among the state officials a 
critical Ictter from a commissioner. 
This was done simply for information 
purposes and did not have any endorse- 
ment from Mr. Sullivan or from anyone 
other than its author. 





Thomas J. Joy, general agent at St. 
Paul for Reserve Life of Texas, has 
written more than $1 million of insur- 
ance in less than a year. He has been in 
the business six years. 


Radar...Crystal ball... 
or HUMAN FORESIGHT 


AVE you ever considered 
what could ~" en were 
es 


your local retailer less than a 
good businessman? 

Piles of unwanted merchan- 
dise would load his shelves... 
ag needs and desires would 

e unfilled... your family 
would suffer hardships. These 
things don’t happen because 
your retailer soundly antici- 
pates your future needs and 
desires so that you may buy 
what you want when you want it. 

Our hats are off to this man 
whose insight into tomorrow’s 
needs makes the American dis- 
tribution system a smoothly 
clicking process. 


THIS MAN ALSO 
PREDICTS THE FUTURE 


Like the retailer, the Mutual 
Benefit Life man predicts fu- 


THE 


ture financial needs with his 
Analagraph. And then recom- 
mends the right plan because 
he has many from which to 
choose. 

The Mutual Benefit Life 
man’s service to retailers, for 
example, is all inclusive. Not 
only does he offer a sound plan 
for their personal security, but 
he also ke a plan for their 
business security. Called the 
Special Business Insurance 
Plan, it enables the retailer... 
large or small. . . to protect the 
the future of his business. 

PROUD OF HIS ROLE 
The Mutual Benefit Life man 
is rightly proud of the part he 
plays in the personal and bus- 
iness lives of so many. He is 
well-equipped to do an out- 
standing job. .. and he does it. 


MUTUAL BENEFIT LIFE 
; COMPANY 
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State Life Is on the Mareh... 
With Production Gains Month 
by Month! 


Eight consecutive months now . . . the growing 
Field Force of The State Life of Indiana has scored 
substantial production gains over the corresponding 
morth a year ago. And, there are reasons! 


* A broad-vision agency development program 
under progressive leadership. 


* New agency contracts with real incentives. 


* A program of opportunity which has attracted 
able, ambitious Managers and Field Under- 
writers. 


* New and exclusive policies for today’s market 
added to the wide range of State Life policies. 


* High morale maintained by practical, sales- 
minded cooperation all along the line. 


State Life is on the march . . . and State Life Field 
Underwriters are scoring new gains and making per- 
sonal progress. 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


A Mutual Legal Reserve Company Founded 1894 

















W. P. Hughes N.W. Mutual 
Asst. Director of Agencies 


William P. Hughes, who has been 
vice-president and secretary of Savings 
Bank Life Insur- 
ance Fund, New 
York, has been ap- 
pointed an assistant 
director of agencies 
by Northwestern 
Mutual, effective 
Oct. 1. Since 1947, 
Mr. Hughes has 
been supervising 
actuarial, under- 
writing and guar- 
antee_ functions 
with respect to life 
insurance issued by 
mutual savings 
banks in New York 





W. P. Hughes 


state. 

After attending Notre Dame and 
graduating from St. John’s of Brooklyn 
in 1935, Mr. Hughes joined Fackler & 
Co., consulting actuaries. He later was 
actuary and office manager of Inde- 
pendent Life of Baltimore and then was 
in the actuarial division of Metropolitan 
Life. In 1941 he joined Institute of Life 
Insurance as director of statistics and 
research, joining the Savings Banks 
Fund in 1947. 

As a member of the faculty of Amer- 
ican Institute of Banking, Mr. Hughes 
originated and taught a course in the 
principles of life insurance for bank em- 
ployes. He also has been a private con- 
sultant on pension plans and employe 
benefit programs, and an actuarial ad- 
visor to industrial concerns and unions. 
He was a navy communications officer 
in the Pacific during the war. 


Conover to Direct A. & H. 
Sales of Guarantee Mutual 


John H. Conover has been appointed 
director of accident gm.0.-. : 
and sickness sales : 
of Guarantee Mu- | 
tual Life. ; 
Mr. Conover for- 
merly was with Se- 
curity Mutual Life 
of Binghamton. He | 
has had 20 years’ — 
experience in the 
A. H. field, in- 
cluding agency 
work as well as ex- 
perience in claim 
and_ underwriting 








J. H. Conover 














Pacific Mutual’s complete personal protection plans. 
One reason— ACCIDENT & SICKNESS DISABILITY INCOME is a 


powerful motivator. 


Mutuctill 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 
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departments. 


K. C. Life Names Brown 
Security Analysis Director 


Charles E. Brown has been appointed 
director of security analysis by Kansas 
City Life. He is a graduate of William 
Jewell College at Liberty, Mo., and re- 
ceived his master’s degree in business 
administration from University of Penn- 
sylvania. He was formerly a security 
analyst with Provident Mutual and is 
a navy veteran. 


J. E. Lawler Elected V.-P. 


J. E. Lawler has been elected vice- 
president of Union Life of Virginia. He 
supervises the claim and real estate de- 
partments. : 

Douglas P. Robertson, 2nd vice-presi- 
dent, and W. R. Huntley, a nominee 
for the Virginia legislature, were named 
directors. 











Named Agency Organizer 


Columbus Mutual Life has appointed 
E. C. Thompson regional agency or- 
ganizer. 

A graduate of Starke University, 
he has had 16 years’ experience in life 
insurance as personal producer, super- 
visor and assistant manager. He has re- 
cently been with Farm Bureau Life an 
was formerly with Prudential. 


Bixby Month Big Success 


_ The seven-foot birthday cake that was 
installed in the lobby of the Kansas City 
Life home office in connection with spe. 
cial production efforts during August 
honoring the birthday of President WwW 
F. Bixby, at the end of the contest was 
adorned by 4,803 candles, representing 
that many applications for a total vol- 
ume of $21,752,961. 

Production for the month was the 
second greatest in the history of the 
company, being exceeded only by 
August, 1950. 


























and TRIPLE 


a 

a 

: 

+ Our new rider 
i is convertible term 
' 

' 

‘ 

5 

t 

' 

a 

5 

5 


that may be added 

to any plan but term 

to provide unusual protection 
at advantageous rates. 
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ACCIDENT AND HEALTH 





—_— 


Conn. General Is Offering 
Group Medical Catastrophe 
Insurance for Wage Earners 


Connecticut General Life has an- 
nounced that it is making group medical 
catastrophe insurance available for wage 
earners. Vice-president C. Manton Eddy 
said plans of this type generally have 
been designed to meet the needs and 
means of those in the executive groups. 
“We believe this protection is desirable, 
and should be made available to em- 
ployes generally,” he said. “We have, 
therefore, designed a plan which will 
meet the requirements of the average 
wage earner and his family, and at a 
cost which is attractive to him.” 

Connecticut General’s plan, developed 
to meet the requirements of the wage 
earner, picks up where the usual hos- 
pital-surgical-medical plan leaves off. It 
provides for reimbursement of 75% of 
the medical expenses over and above 
those paid by the basic hospital-surgical- 
medical plan. It also includes a de- 
ductible of 5% of the individual’s annual 
wages. / 

The company has tried out this type 
of group catastrophe medical insurance 
for its home office and field staff at 
company expense. Even though any 
plan of catastrophe coverage must of 
necessity be experimental in nature 
until there is much more experience 
available, as a result of this experience 
it feels that it can offer the coverage at 
this time to its policyholders and pros- 
pects. 


New Companion Life Policy 


Companion Life has added another 
A. & H. policy which provides total dis- 
ability benefits for accident or confining 
sickness for life, if disability is incurred 
before age 60, and half rate if thereafter. 
Full benefits will be paid for non-con- 
fining sickness up to three months and 
50% for accident partial disability for 
three months. Coverage is effective at 
date of issue. The policy covers heart 
trouble, tuberculosis, and any female 
disease originating more than six months 
after date of issue. Hospital and mis- 
cellaneous expenses are not covered. 

It provides for a grace period of 31 
days, and will be issued only in combina- 
tion with life insurance. 








Group Consultants Formed 


J. T. Henderson Co. has been or- 
ganized as consultants and administra- 
tors of group A. & H. plans for pro- 
fessional and trade associations. 

The president is John T. Henderson, 
who has been with United States Life 
in New York and South America. He 
entered the business in 1925 with 
Travelers and in 1944 joined Ter Bush 
& Powell, upstate agents for Travelers. 
In 1945 he opened a branch office for 
the agency to develop group A. & H. 
plans for associations in New York 
State. 





Economist at Chicago 


Chicago A. & H. Assn. opened its 
1951-52 season with a luncheon at which 
R. Harland Shaw, economist for Illinois 
Small Business Men’s Assn., talked on 
“Major National Policy Decisions and 
How They Will Effect Insurance.” 
Albert H. Wohlers, Youngberg- Carl- 
fon, president, reported on the annual 
meeting of the International association 
and introduced the speaker. 





Speckman at Cincinnati 


_ ‘The Daring Challenge” was the sub- 
ject of E. H. Speckman, Jr., manager of 
the ordinary department of Kentucky 
Central Life & Accident, at the first 
fall meeting of Cincinnati Assn. of 
A. _H. Underwriters. .The challenge, 
he Said, is faced day by day in current 
thinking and actions. He toid how it re- 





mains for the individual to make the 
most of his opportunity and ability in 
daring to meet it. He warned against 
losing sight, in the agent’s routine of 
daily work, of the real underlying pur- 
pose of that work—the selling of “life, 
liberty and the pursuit of happiness.” 
The attitude taken toward one’s work, 
he explained, in outlook, vision and in- 
terpretation of the work, will lead to 


“doing the job we are supposed to do.” 

The goal of the association is to be- 
come the largest A. & H. association 
in the country by the first of the year. 
The time and place of the meetings 
have been set for the second Friday of 
each month at the Sinton hotel. 





Resume Kansas Meetings 
Kansas Assn. of A. & H. Underwrit- 
ers resumes its monthly luncheon meet- 
ings Sept. 24 at Wichita. Robert Tyler, 
Wichita, retiring president, will report 


on the Dallas meeting of the Interna- 
tional association, and Bert A. Hedges, 
Business Men’s Assurance, Wichita, 
who is zone chairman, will report 
on projects being sponsored, including 
regional disability sales courses and a 
new A. & H. “Choose the Plan” direc- 
tory. It is expected that the Kansas 
association will schedule a_ disability 
sales course in February. 





Pyramid Life of Kansas has joined 
H. & A. Underwriters Conference. 








ness Machines. 


These machines have proved invaluable 
for the record-keeping and statistical 
requirements of the fire and casualty 


insurance industry. 


The faster you get the facts, the better 
prepared you are to make wise decisions. 
Across the nation, organizations are get- 


ting facts when they want them... 
because they use IBM Electronic Busi- 
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“Let's do our good turn for the day ... tell him where the old 
man’s hiding!” 


Bankerslifemen Get Results 
From Doing Good Turns 


We've all heard often “one good turn deserves another” and 
that is what happens with typical Bankerslifemen. They do 


good turns and have good turns done for them. 


As a result of thorough training and careful supervision, 
Bankerslifemen learn to be very sure that their recommenda- 
tions will be “good turns” for their prospects and clients. It 


pays off for them. 


Because typical Bankerslifemen do make sound recommen- 
dations always, they are the kind of life underwriters you like 


to know as friends, fellow workers or competitors. 


COMPANY 
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AMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM.- ° 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 
gilternatives to safeguard the interests of the beneficiary. 


More than One and a Half 
Million Policies in Force 


SUN LIFE 
OF CANADA 


HEAD OFFICE © MONTREAL 





LIFE AGENCY CHANGES 





J. S. Smith Takes 
Partner in Houston 
Aetna Life Agency 


Joseph S. Smith, Sr., general agent 
for Aetna Life at Houston, has formed 
a partnership with J. E. Holt, associ- 
ate general agent, effective Oct. 1, un- 
der the firm name of Smith & Holt, 
general agents. 

The Houston agency, founded by Mr. 
Smith 30 years ago and covering all of 
southeastern Texas, has experienced 
steady growth, having today insurance 
in force exceeding $500 million. Mr. 
Smith and Mr. Holt will be honored at 
a luncheon, to be attended by civic and 
busines leaders Oct. 2. Robert B. Coo- 


lidge, Aetna Life vice-president, and E. 
H. Snow, assistant superintendent of 
agencies, will be present. 

A native of Texas, Mr. Smith joined 
Aetna Life in 1908 and subsequently 
opened and supervised agencies in 









JOSEPH S. SMITH, SR. 


Corpus Christi, the Rio Grande valley 
and the Victoria area. He went to 
Houston in 1921 to open the company’s 
first agency there, being appointed gen- 
eral agent five years later. He has been 
awarded the Aetna Life President’s 
Trophy for outstanding agency per- 
formance. 

He organized Houston General Agents 
& Managers Assn., serving as president 
of that organization as well as_ the 
Texas and Houston Life Underwriters 
Assns. In 1938 he was instrumental in 
having Houston selected as the site of 
the N.A.L.U. convention, 

Mr. Holt joined Aetna Life following 
his graduation from Davidson College 
in 1938. He attended the company’s 
group school at the home office and 
subsequently was assigned to the Nash- 
ville and Birmingham agencies. He went 
to Houston in 1941 as assistant manager 
of the group department, being promot- 
ed to manager the following year. He 
was named associate general agent four 
years ago. He is immediate past presi- 
dent of the Houston General Agents and 
Managers group and former vice-presi- 
— of Houston Life Underwriters 
Assn. 





Mann to Minneapolis Post 


Great-West Life has appointed Carl 
A. Mann group supervisor at Minne- 








Walter H. Saitta, agency vice-presi- 
dent of Peninsular Life, was the speaker 
this week at the meeting of Life Insur- 
ance Managers Assn. of Jacksonville, 





Fla. 


apolis. He joined the company in 1949 
in the group department at Philadelphia, 

He will now supervise group sales 
and services in Minnesota and North 
Dakota. '‘R. W. Adams will be associat. 
ed with him as assistant group super. 
visor. 


Whitney Group Manager of 
Charles B. Knight Agency 


Earl H. Whitney has been appointed 
manager of the new group department 
of the Charles B. Knight agency of 
Union Central Life in New York. 

Mr. Whitney has been in group work 
for several years. He has served as a 
trainer in group service, as a group 
sales representative and as_ associate 
district sales manager in New York 
City for Prudential. 

Mr. Whitney is a graduate of Univer- 
sity of New Hampshire and he served 
in Europe during the war. 





District Managers Named 


Peoples Life of Washington, D. C, 
has appointed Anthony V. DeManss dis- 
trict 2 manager there, and J. T. Kenney 
district manager at Charlotteviile, Va, 
Both are former field superintendents. 





FINE GENERAL AGENCY 

0P ENINGS AVAL LABLE 

FOR THE AGENCY MINDED 
LIFE UNDERWRITER 









QUALITY Company 


The Highest Rating , . Mutual 
Over Half Century Experience 
Over $320,000,000 Insurance 
Over $110,000,000 Assets 
Over $ 9,000,000 Surplus 
Full Level Premium Basis 

Sub Standard Underwriting 
Direct H.O. Prem. Collection 
Very Low Net Cost 






















Highest for Life Underwriters 
Outstanding for General Agents 
Commissions well vested 
Liberal Retirement Pensions 










QUALITY SJaining 
Home Office Group Training... 
For the New Life Underwriter. 
For the New General Agent... 
Refreshers for Career Men 
Re-Training for General:Agents 











QUALITY Territory 
Very often possible... 
For the Ambitious Man 
Who wants to build 
A Quality General Agency 
With very few quality men 
Right in his own Territory 
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Mr. DeManss entered the business on 
, debit in the Dundalk area of Balti- 





NEWS OF LIFE COMPANIES 














elected a vice-president and Howard 
Stolle, D. P. Brock, and T. G. Mooney 
were named directors. 
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iger of - Penn Mutual now has $3 billion in- apital; to Enter A. & H. will be built in several stages. 
Ernest M. Sawyer Retires surance in force. A year after its found- North Central Life of St. Paul has cet 
ency After 40 Years Service ing in 1847 the company had more than announced a 61% increase in its capital, Still in Temporary Quarters 
ippointed $1 million in force, and at the turn of from $117,970, as of Dec. 1, 1950, to Manhattan Mutual Life of Manhat- 
partment Ernest oe. Sear Pave 30 years gen- poe Pyce 4 the amount had grown to bag Sage ‘tal i di t tan, Kan., which was a victim of the 
enc | agent of Massachusetts Mutual at . ae Ms pital increase, according to l is i - 
= y of fasalle, Ill, is retiring at his own re- . Lhe total reached the $1 billion —_ President Theodore S. Sanborn, will — a uses dain oa 
up work | quest, effective Sept. 30, after being in % 1920 and in 1947, the Penn Mutual's make possible the entry of North Cen- office is restored. Prompt action fol- 
ved as q | life insurance 40 years. centennial year, it had reached $2% tral into the A. & H. field. It will also lowing the flood is said to have saved 
a group | The LaSalle agency will be discon- billion, ; eae enable North Central to expand its much of the office equipment and all 
associate | tinued and the territory assigned to the _. Lhe amount of life protection is NOW operations into other north central essenfial records. 
w York | Rockford agency, except for Kankakee 15 times what it was in 1900. Today the states. It now operates in Minnesota, sa 
and Livingston counties, which will be company has ‘more than 500,000 policy- North Dakota, South Dakota and Ne- Greets New Policyholders 
Univer. | added to the Peoria agency. A district OWners and 750,000 policies in force. braska. ; Bp ; 
e served | office will be maintained at LaSalle. y > ee na 7 ne vally 
= —— Eso —_ oes -_ Union Labor Life Move Bluegrass Seeks License enat te  iaaideds Richard Rhode. 
oe 3S" on wate eetitcinae All home office operations of Union Directors of the newly organized beck. In the letter, policyholders are 
1ed association with William <A. Gillespie : ° : > Pars 
in 1921. He was made sole general Labor Life have been merged into the Bluegrass Life of Kentucky at a meet- asked to visit the home office, and are 
oe agent in 1936, following the death of one office at 200 East 70th street, New ing at Covington voted to apply for a offered the Institute of Life Insurance 
anss dis. Mr Gillespie. From 1945 to 1948 he York City. The executive office has license following the completion of fi- booklet, “What's in Your Life Insurance 
Kenney | was co-general agent with Ray F, Wie- moved to that address, where many nancing providing $100,000 capital and Policy?” designed to make their new 
jile, Va. gett of Rockford. The agency served branches of the company, including $150,000 surplus. A. M. Simpson was policies easier to understand. 
tendents. | both cities, Mr. Wiegert being in charge 





at Rockford. In 1948 Mr. Sawyer again 
became sole general agent and a sepa- 
rate agency was established at Rock- 
ford with Mr. Wiegert as general agent 
Among the successful producers Mr. 
Sawyer developed were Mr. Wiegert 
and Frank W. Howland, now general 
agent at Detroit. 





Name Wilson Manager 


Manufacturers Life has appointed 
Kenneth C. Wilson manager at Peter- 
borough, Ontario, succeeding J. G. Al- 
lan who recently was named manager at 
Guelph. Mr. Wilson has been with the 
Toronto branch for a number of years. 
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AT 30.... 


These are some of the things we 
think about as we move toward the 
end of our 50th year. 


Whitesell Named at L. A. 


Theodore Whitesell has been ap- 
pointed general agent for Capitol Life 
of Denver for southern California, with 
offices at Los Angeles. 

He formerly was in life insurance 
work in Pennsylvania and recently has 
been supervisor in a Los Angeles gen- 
eral agency. 


What a grand business Life Insur- 
ance is because nowadays, more than 
ever before, it is the only means by 
which the average man may hope to 
create an estate. 





Prudential Kansas Changes 


Rudy E. Wrenick has been advanced 
to manager of the Prudential district 
office at Topeka, Kan., succeeding Jo- 
seph H. Foertsch, who resigned due 
to ill health, Mr. Wrenick, formerly 
staff manager at Fort Scott, is succeeded 
there by Fred W. Baker, Jr., an agent 
at Pittsburg since 1948, 


How fortunate we are to have such 
a fine, loyal, fast-traveling field force 
which has to its credit so many out- 
standing progress records. 


Cooper New Austin Manager 


_W. W. Cooper, who has been as- 
sistant manager at Austin, Tex., of Great 
American Reserve, has been appointed 
manager. He succeeds C. C. Martin, Jr., 
who has been transferred to Houston 
as assistant manager. 





These two thoughts make the 
future look good to us. 





Schubert Named at Dayton 


Wilburn W. Schubert has been ap- 
pointed manager at Dayton, O., by 
Central Standard Life. Formerly he was 
geranel director for Leland Electric 
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Seidenberg Joins Postal Life 


Benjamin J. Seidenberg has been ap- 
Pointed brokerage manager of the 
ag Milton agency of Postal Life at 

ew York City. Mr. Seidenberg has 
18 years’ insurance experience, most re- 
ad with Berkshire Life at Albany, 


First American Life of Houston has 
coneed an agency at Austin, Tex., with 
- Hartgrove as manager. 
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Gives Mail Order Warning surers. He also discussed the new insur- 
S. H. Goebel, director of life and 4™¢¢ code, particularly the duties, licens- NEW F IF 0 | TION 
A. & H. insurance of the Kentucky de- ing and qualification of agents. He told — 











service representative for Kansas a) Floria 


partment, addressed ‘Southern Kentucky the agents to warn all persons not to av 
Underwriters Assn, at Bowling Green, buy insurance from companies not N ee Seeks = . <euae thw ae ge Weltenias 
discussing particularly “mail order” in- licensed in Kentucky. Fundamental Objectives peso» RE gag additional duties of @& Super’ 





Commissioner Navarre of Michigan | Gary, Ind—Edward McFaul, lectuy) The 0 
in the fields of personnel Managemen} super v1S' 


announced, in addressing Battle Creek and selling, spoke om “Fell Men t | 
fa TT i : i s B, § Me Quicf tion 10 
Life be ie sie ee = we oer and Tell Me True” at a meeting of rs combin 
to seex & fecoumee ee ORE: 1S: Calumet association. He outlined the typ nsibil 
insurance laws and also is planning a of salesmen and selling methods needa) Poesa) 
considerable reorganization of the de- for today’s market. genera , 
partment. He said he viewed his two Milwaukee—Two L.U.T.C. courses hay, Tang 





? objectives as “fundamental.” been announced by N. K. Schnoll, Joh, 
He commented that the department Hancock, local chairman. , genera 
had “just growed like Topsy,” becom- Adlor Shipway, Prudential, and Aubrey} COMBES 
ing somewhat topheavy in some divi- Comey, National Life of Vermont, wi tual, at t 
sions and definitely understaffed in oth- be the instructors. meetin 
ers. He noted the growth of A. & H. The annual golf tournament and oy} Agency * 


insurance as requiring more supervision ing wil be held at North Shore County} of Chica 
than heretofore. Club, Oct. 3, with J. Douglas Granny} “AS § 
Commissioner Navarre paid tribute to M@Ssachusetts Mutual, as chairman. | Florian ¢ 
the insurance industry in Michigan, de- ee Wis. — Arthur Neuhayg} supervisc 
claring that he had the feeling “that the sho “Sin La . Iowa, vice-president of brid am¢ 
pillars. of the insurance business in gociai deomtiee ee “a} sociates 
Michigan are well shored and well set.” th 5 ton” ath ness. 
B gs . e first fall meeting of the Waukes, supervise 
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OUR GENERAL AGE NTS— 








ABOUT CROWN LIFE’S 2, i 

L County association at Waukesha. eneral ; 
—Lower rates Eau Claire, Wis.—The ministry g 
x es e : : x a y and lame 
—New Policy Plans Plan S. E. Kansas Clinic life insurance selling both are profes. r) poe 

—Greater O oe sions dealing with an intangible product, ec 
ater Opportunities Representatives of all southeast Kan- the Rev. Maurice Haehlen, pastor of the Florian § 
sas associations at a meeting at Inde- First Congregational Church, stated af tion was 


pendence voted to hold a “sales clinic’ the dinner meeting of the Chippewa) realizing 
at Pittsburg in mid-October. George Valley association. He stressed that ihe looke 
was man’s responsibility to his family pective 2 


BROKERS AND SURPLUS WRITERS— ABOUT CROWN LIFE’S Heller, Prudential, Pittsburg, was Gat naan & id : 
aiesaaiehialaiiiniainiinseiaiads named general chairman and Cari Wile 2nd society te provide security for thn " He 
P entiatiaceaiaenaliaas Maciel son, Franklin Life, Pittsburg, program pjayea in providing such see has} realizing 
chairman. This sales clinic will replace many Americans. occu 5 : 
the Southeast Kansas sales congress us- Marshall, Minn.—Theodore S return te 
POLICY OWNERS—ABOUT CROWN LIFE’S ually held in the fall, as it was felt that president of North Central Lite a If he : 
: there was not enough time to set up a dressed the Minnesota Valley association eral age 
—Low cost protection full fledged sales congress this year. on the L.U.T.C. program, of which hep SUPEEVISC 


Speaker at the meeting was ‘Ralph Will- has been chairman for two years, pany’s & 


—Understandable policies : i 
cott, Business Men’s Assurance, Rockford, Ill.—Kenneth L. Keil, Peng} especialls 








—Our outstanding record of achievement . Chanute Mutual Life, Springfield, president of the} in terms 
‘ Illinois association, spoke. sonal pr 

Philadelphia —C. Brainerd Metheny, E R 

general agent of Fidelity Mutual at George M. Phillips has been named J. 2 ot 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card — : acyee 
Pittsburgh, will speak at the Oct. 2 lun- district manager at Salina, Kan., of at Fre: 





rates at all ages for most plans with a flick of the finger 
° cheon that opens the new season of Woodmen Accident and associated com- 
business meetings. panies 
Charleston, S. C.—Robert J. Malcolm, : James 
of Prude 





ordinary manager of Liberty Life, made 
a talk and showed film on the L.U.T.C. er at the 


course that starts in October at College ence at 
of Charleston. What t e S ‘4 The con 
Doyle Zaring, man- 2 y. eral Age 


South Bend, Ind. 


We are talking about further expansion. 
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CROWN LIFE spoke Concerning PAY |e 
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HOME OFFICE, TORONTO, CANADA on a tour of nine European countries, Than a I 
OW ° preach vice-president of the Zz oes = a he oe Other 
Over Eight Hundred Million in force in our 51st year association, presided in the absence of hae panes. derlic, m: 
W. R. Lyman, president. ‘ HUEY P. LONG, 1934 more, “] 
“ : ‘ . ns 
; ; . Jackson, Mich. — Underinsurance is To him who sélls the Policy While Si 
Licensed in: Alaska, Arizona, California, District of Colum- catinat’ mann throughout the nation, Goes ALL the gravy.” ‘ vice-presi 
bia, Hawaii, Idaho, Indiana, Louisiana, Michigan, Minnesota, — largely pat 6g ogee - —3. DeWITT MILLS, 1950 =, : 
bas . : a P N. ips, Detroi : 
Mississippi, Missouri, New Jersey, New Mexico, North sameness: aaanaale poe of i Life of Good producers in small and med- eral oi 
Dakota, Ohio, Oregon, Puerto Rico, Texas, Virgin Islands, Canada, declared. He cited in support ium size cities are making more apolis, “I 
Washington. of his ragpeonaengiens the ge vm insurance money than ever before, by rec- Keep Me 
premium cos o income years ago aS se 
aaret wh eiving a BIGGER SHARE of the oa 
Madison, Wis.—Allan J. McAndrews, premium under our new & unusual the Sma 
insurance attorney, spoke at the Sep- C 
tember meeting on “Survivorship Insur- DIRECT CONTRACT Signs of. 
Morale”; 
ance—Partnerships and Corporations.” orale ' 
Austin, Tex.—J. Carlton Smith, educa- a complete arn < : slg 
tion director of Southwestern Life, spoke fe Hi. velal 
AGE on “The Handwriting on the Wall.” He oli 4 e ospitalization Indicatio1 
NCY VICE PRESIDENT MAY BE IN YOUR reviewed the progress of the C.L.U. and e “2 sj Soh 
L.U.T.C. programs and emphasized their oS, K, A di a Loo 
FUTURE value and importance. = Ml. NeSS. e CCl ent ; 
Syracuse, N. Y.—William P. Lynch, Opportunities in Indiana, towa, Rockfo 
Salary $7500.00 to start. second vice-president of Prudential, Kentucky, Missouri and Ohio. Fred 
spoke on agent education at the Sept. Write to me. iducted 
One of America's Great Life Insurance Companies is seeking a man eee : agers of 
cae x 9g Louisville, Ky.—Mrs. Joan Chamberlin, (Y I h F : 
to groom for the position of Agency Vice President. Prudential, Columbus, O., spoke on “Why our reply is held in tional _m: 
: Take Two,” dealing with her efforts to confidence) I . e 
. make as many one-interview sales as Owa, wa 
~ _ be — estes and 40—College Graduate—Married— possible. She started selling life insur- F. Battai’ 
resently successful in the business, sellin i ance in 1950 and sold almost $500,000 » Cecil V 
Y . g or in management. the first six months. Her policies aver- J. DEWITT MILLS dent of 1 
{ HTH " a ss aged $10,000. writer 
He must be “pais +5 — ay year at personal selling in the Chicago Kansas City—Bert A. Hedges, Business Superintendent of Agents al 
area, several months at the Home Office, and illi Men’s Assurance, Wichita, will speak Oct. j 
' be willing to travel. 18. Elmer C. Moore, New York Life Mil- MUTUAL SAVINGS |New S 
lion Dollar Round Table producer, Wichi- Ad 
° - y am 
Address H-11, The National Underwriter, oes ree N.A.L.U., will speak filed in « 
against E 
* Leavenworth, Kan.—E. Bruce Brunson, In&Uridiee 
175 W. Jackson Bivd., Chicago 4, Ill. BB rk see ors gs achagg erage i Mebrasks 
. vanced from vice-president to president, ngel, | 
succeeding Wm. Luff, Prudential, who 812 Olive St. — Arcade Bldg. St. Louis 1, Mo. pany. 
left the city when appointed agency Mr. M 
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__ MANAGERS 


Florian Speaks at Chicago 
Supervisors Meeting 


The only common denominator among 
supervisors is that very often their posi- 
tion in the agency 
combines the re- 
sponsibilities of the 
general agent and 
the agents, said 
Robert E. Florian, 
general agent for 
Connecticut Mu- 
tual, at the first fall 
meeting of Life 
Agency Supervisors 
of Chicago. 
las Grannis} “As such,” Mr. 
hairman. ‘| Florian added, “the 
ar Neuhays} supervisor is a hy- 
president off brid among his as- 
» Save “sf sociates in the busi- 
ntation” af ness.” It was pointed out that_ the 
> Waukeshal supervisor works in the shadow of his 
pees general agent and is highly susceptible 
imistry and} to blame, at the same time receiving lit- 
ble Profes-| tle credit for his efforts. The reason Mr. 
cane wn Florian gave for this “frustrating” situa- 
1, state gf tion was that the supervisor was not 
> Chippewa} fealizing the goals he envisioned when 
sed that ifhe looked at the business as a pros- 
his family pective agent. 
‘y for them— He then advised, “If you are not 
‘urance haf realizing those goals, either parlay your 
ecurity forf future on becoming a general agent, or 

return to personal production.” 

If he should decide to become a gen- 
eral agent, Mr. Florian cautioned the 
supervisor to study carefully his com- 
pany’s general agency operation, and 
especially its contract and what it means 
in terms of money as compared to per- 
sonal production. 


J. E. Rutherford to Speak 
at French Lick Parley 


James E. Rutherford, vice-president 
of Prudential, will be the featured speak- 
er at the midwest management confer- 
ence at French Lick, Ind., Nov. 1-3. 
The conference is sponsored by Gen- 
eral Agents & Managers Assn. of In- 
dianapolis. G. E. Steigerwald, Pruden- 
tial, will be chairman. Francis L. Mer- 
itt, vice-president of Central Life of 
Iowa, will speak on “The Opportunity 
We Offer Agents Today: Is It Less 
Than a Decade Ago?’ 

Other speakers will be Russell Won- 
derlic, manager of Mutual Life at Balti- 
more, “Maintaining Premium Volume 
While Selling Needs’; W. R. Jenkins, 
vice-president .of Northwestern WNa- 
tional, “The Blue-Collar Market and 
How to Reach It”; Ray Patterson, gen- 
eral agent of Penn Mutual at Indian- 
apolis, “It Takes More Than Money to 
Keep Men in This Business’; Kenneth 
Lancaster, general agent of American 
United at Benton Harbor, Mich., “How 
the Small Agency Head Can Detect 
Signs of.a Coming Breakdown in Agent 
Morale”; Merle Hostetler, research di- 
rector of the Federal Reserve Bank of 

° Cleveland, “The Economic Picture and 
tion Indications for 1952,” and Paul Speich- 

er, R Service, “ A Summary and 


dent ja Look Ahead.” 


: Rockford Managers Organize 
" Fred L. Bailey, Prudential, was 
elected president of Life Agency Man- 
agers of Rockford, IIl., at an organiza- 
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in tional meeting there. 

Dee Walker, Equitable Life of 
Iowa, was named vice-president, and J. 
| F. Battaile, Jr., John Hancock, secretary. 
Cecil Williams, New York Life, presi- 
dent of Rockford Assn. of Life Under- 

nts writers, presided at the meeting. 

; | New Suit Against Bays 
y A damage suit for $50,750 has been 
may |} filed in district court at Lincoln, Neb., 
against B. R. Bays, former president of 
“ip \§ Nebraska National Life, by Lloyd D. 
Me Mengel, secretary-treasurer of the com- 





pa: 





ny. 
Mr. Mengel alleges that he, Clarence 
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Linch .and Mr. Bays formed the com- 
pany in 1945 and early 1946 with a 
statement in the articles of incorpora- 
tion that barred selling of stock of any 
member without the consent of the 
other two. 

Mr. Mengel claims that Mr. Bays not 
only sold a majority of Mr. Bays’ stock 
but also some of Mr. Mengel’s to L. H. 
Engstrom. 

Mr. Linch filed a similar $50,000 dam- 
age suit against Mr. Bays Aug. 27. 


C.L.U. Courses at Milwaukee 


University of Wisconsin offers parts 
A and C of the C.L.U. course at Mil- 
waukee this year, it is announced by 
R. Wayne Allison, National Life of 
Vermont, chairman of the new candidate 
committee of the Milwaukee C.L.U. 
chapter. George J. Laikin, Milwaukee 
tax attorney, and John Cahill will in- 
struct part C, and Howard Clark part A. 


1951 Cyclopedia Ready 


The 1951 edition of Cyclopedia of In- 
surance in the U. has now come off 
the press, the editor being G. Reid 
Mackay at 123 William street, New 
York. This runs about 1,200 pages and 
is priced at $6.75. It contains a great 
deal of data on all aspects of insurance. 








AGENCY NEWS 





A. V. Ott Agency Holds 
Educational Conference 


The A. V. Ott agency of Equitable 
Society at New York City held its fall 
educational conference at Pocono Manor 
Inn, Pocono, Pa. Mr. Ott presided over 
the business and round-table confer- 
ences attended by 20 qualified delegates. 

John H. Hoyland, assistant agency 
superintendent, spoke on “Group Bene- 
fits and What the Society Will Continue 
to Do for Its ‘Representatives,’ and 
“Where Are You Going in This Busi- 
ness?” Murray Spear, assistant group 
manager, spoke on “Group, Our Market 
Today.” 





Hold Rally at Owensboro 


The Louisville agency of Mutual 
Benefit Life held a meeting of its agents 
in that area at Owensboro. John Wel- 
burn Brown of Louisville, general agent 
for the state, presided. The agents were 
the guests of J. G. Weill of Owensboro. 





Milwaukee Contest Leader 
The Milwaukee agency of Central 


Life of Iowa led all agencies of the 
company in a 13-week sales contest held 
to honor E. H. Mulock, board chairman. 
Ervin C. Woller of Alfred Korbel & 
Associates agency at Milwaukee, was 
leading agent with $759,279 of business 
on 120 policyholders. Mr. Woller is the 
youngest life member of the Million 
Dollar Round Table. 





“Float” Honors Winners 


K. E. Bole, general agent of American 
United Life at Topeka, headed a “float” 
down the Gasconade river in the Mis- 
souri Ozarks with agency members as 
guests in recognition of winning a com- 
pany production contest for June. Eber 
M. Spence, director of agencies, and 
Lawrence Leland, assistant director, at- 
tended from the home office. 





The Walter C. Doll agency of Berk- 
shire Life at Cincinnati will move Oct. 
1 to larger and more modern quarters 
at 704 Race street. 








Total insurance in force of Michigan 
Life exceeds $26,250,000. The company 
has more than 65,000 policyholders, 
37,000 of whom are included in 88 group 
policies. 
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can do.” 


selling.” 


HOME OFFICE: 
NEWARK, N. J. 











The William Rayners have every reason to enjoy life. Thanks to Prudential’s Dol- 
lar Guide their future is secure. The Dollar Guide showed them—as no other service 
can—just how far their life insurance and other resources would go. Now Bill 
Rayner has a plan that provides an income for his family, a home free of debt, an 
education for his children, and a retirement income. 


Said Bill, “I didn’t even want to discuss life insurance until I saw the 
Dollar Guide. It certainly made me conscious of what life insurance 


Raymond Hartle, The Prudential man who sold this plan, says, “The premium on 
this case ran to nearly $900, but with the Dollar Guide you'd almost call it easy 


The above facts are based on an actual case 
but of course true identities are not given. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE: 
LOS ANGELES, CALIF. 





CANADIAN HEAD OFFICE: 
TORONTO, ONT. 
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Many Phoenix 
Mutual Promotions 


Nineteen members of Phoenix Mu- 
tual’s field supervisory staff have been 
advanced to managers and two mana- 
gers have been transferred to larger 
agencies. The announcement was made 
at Phoenix Mutual’s 100th birthday 
banquet at Banff Springs. All promo- 
tions resulted from advancement of for- 
mer supervisors, from transfers of man- 
agers to larger agencies or from the 
approaching retirement of managers of 
long years of service. 

Men who have received management 
promotions, some effective immediately 
and others around the first of the year, 
are: Creeley S. Buchanan, Manchester, 
N. H.; Jacob F. Collar, Tulsa; Frederick 
J. Connor, Oklahoma City; Lloyd E. 
Crandall, Providence; Conrad A. Elver- 
um, Watertown, S. D.; Robert W. 
Ferguson, Ft. Wayne; Charles E. Good- 
fellow, Atlanta; William A. Hunt, 
formerly manager at Bridgeport, Conn., 
Cleveland; Warren Ingalls, Baltimore; 
George H. Jennings, Bridgeport; Ed- 
gar W. Lakin, Charlotte; Glenn R. 
Larson, Hollywood, Cal.; J. Edward 
Lupien, Detroit; Bernard S. Lyon, 
Knoxville; L. M. B. Morrissey, Jr., 
Davenport; B. Wheat Randle, Dallas; 
Donald R. Schied, Indianapolis; Paul P. 
Stewart, San Francisco; Howard E. 
Taylor, Oakland; Harry C. Todd, Chi- 
cago central agency; and Albert J. 


Woodward, former Providence manager, 
Los Angeles. ; é 
D. Gordon Hunter, vice-president and 





An action-packed drama that drives home 
the benefits of complete coverage. 
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agency manager, points out that none 
of these 21 men had any life insurance 
management experience prior to joining 
Phoenix Mutual. “In fact,” he said, 
“not a single man in the group had ever 
sold life insurance prior to becoming a 
member of our field organization. All 
21 managers are products of Phoenix 
Mutual’s training program and _ have 
been brought up from the ranks of our 
own field force.” 

In addition to the management ap- 
pointments, Phoenix Mutual also named 
five of its managers who are nearing re- 
tirement as consulting managers. They 
are Lewis G. Ferguson, Indianapolis; 
Jay L. Lee, Detroit; James H. Ruther- 
ford, Cleveland; Leon A. ‘Soper, Los 
Angeles, and George C. Summy, 
Oklahoma. 


Phillips Portland Speaker 


Edward A. Phillips, vice-president 
and superintendent of agencies of 
Standard Life of Oregon, discussed 
the professional aspects of A. & H. 
underwriting at the September meeting 
of Portland Assn. of A. & H. Under- 
writers. Mr. Phillips said the profes- 
sional type of counseling is making 
great strides in the Pacific Coast region 
and bringing the A. & H. business to 
the point where it will enjoy the same 
prestige as life insurance. 








The Hunken agency of Connecticut 
Mutual at Chicago reports that its busi- 
ness submitted for August totaled $1,- 
700,000, placing the agency second in 
company standings. The agency is also 
second in gains over last year. 
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PRESENTATIONS WITH A PUNCH 


The sales plan that 
develops larger pre- 
mium.. 
commission. Another 

reason why General American 
Lifemen are in business always. 
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SECURITY MUTUAL, N. Y. Benjamin G. Thayer, manager of thf and usele 
: group ramen ee ee Neg ings. In: 

York City; Dr. Vincent G. Hammongf conserve 

Top Producers assistant medical director; Richard ‘ suppleme 
H S l Ti ee ee. ae ae or i 
F. Garot, Green Bay, Wis.; Gordon Df peal of 1 

ear ales Ips, McKinney, seeprenaent; roe E ur. tl 

= Richard, director of sales; A. Stewan§ summariz 
Business Trends Payne, Binghamton, N. Y., and Ralp, he stride 


Many usable sales tips and observa- 
tions on trends in the business were 
made at the Security Mutual Life of 
Binghamton convention for leading pro- 
ducers at Dixville Notch, N. H. 

Talking on “Change Is Constant,” 
Norman T. Carson, agency vice-presi- 
dent, pointed out that over the past 
years the country has experienced its 
worst depression, the pre-war emer- 
gency, the war, and now the post-war 
period with increased cost of living and 
inflationary pressures. Mr. Carson, in 
applying this to life insurance, said the 
successful salesman must view change 
as normal and strive to capitalize on fac- 
tors that offer the greatest advantage 
in the sale. 

“We are entering a period where in- 
surance must be sold as a necessity 
and paid for with dollars of sacrifice,” 
Mr. Carson opined. Compared with the 
war period, he added, opportunities for 
sales are greater today, but they will 
be made only by the agent who is alert 
to the circumstances surrounding the 
sale and effective in his presentation. 

“Necessity forces us to become more 
effective salesmen and to review our 
markets for insurance,’ Mr. Carson re- 
marked. “There will be great oppor- 
tunities for programming, pension trusts, 
and all forms of mass coverages because 
of the employe’s desire to obtain bene~ 
fits which provide for security. This 
constitutes the greatest new market we 
have ever had.” 


Speakers Listed 


Olther speakers were Frederick D. 
Russell, president; Robert M. Best, di- 
rector of sales; Burton J. Bookstaver, 
New York City; H. B. Wickes, vice- 
president; J. Harold Kay, Newark; Jim 
Schnoll, Milwaukee; Daniel Jaffe, New 
York City; Herman Shapiro, Newark; 


Cohen, Boston. 

Mr. Schnoll discussed the importang 
of offering insurance service and couns¢ 
to friends, relatives and policyownen 
He said the agent who overlooks theg 
prospects in the search for new ones j 
defeating himself in leaving untouche 
one of the most rewarding groups whog 
eligibility has already been established 
Mr. Shapiro urged not only complet 
knowledge of the product plus  salg 
technique and policyowner service, by 
an approach to selling of “how much 
can you do for your prospect rather 
than how much can you get out 9 
him?” 

Mr. Thayer characterized group ip. 
surance as “the most significant soci 
trend in America today” and Mr. Levin 
noted that group business had led t 
the writing of a substantial volume o 
individual business and_ has __ beg 
“largely instrumental” in attracting ney 
men to his agency. To build a sound 
group account, Mr. Levine commented, 
it is important to pay particular atten. 
tion to cases involving from 25 to 50 
lives, a field that is relatively untouched 
and offers the greatest opportunities, 


Build with Hospital Sales 


Mr. Garot advised new men to use 
hospital sales as a way to build a sub- 
stantial renewal income quickly. Pros- 
pecting for hospital and surgical insu- 
ance is the simplest problem in_ the 
sales field, he asserted. 

Mr. Cohen, in speaking on selling the 
“blue collar’ man, declared that the 
surface of this market has hardly been 
scratched. “We must all remember,” he 
continued, “that these people react to 
the same motivations as white collar 
folks.” He made the point, however, 
that elaborate programming has no 
place in this market and therefore the 
salesman must have complete mastery 
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AWAITS. YOU IN 


MICHIGAN AND OHIO 


You'll like our financing plan, with liberal salary 
arrangement which enables the General Agent to 
build solidly by attracting career men. 


Among many advantages are a well coor- 
dinated Training Course . . . Home Office 
Schools and Field Training. 


Attractive contract with liberal first 
year commissions—monthly production 
bonus—fine Pension Plan—Successful 
Sales Aids and incentive plans. 


If your present opportunity is limited write 
for details of our General Agency plan in 
Michigan and Ohio. 





bring hi 
business 
insurance 
Pacific 
Dwigh: 
of Occid 
Moynaha 
leaders ; 
achievem 
term. 


Pensio: 
WASH 
zation be 
similar bi 
Sept. 21-§ 
with res 
panel’s | 
month. \ 
administr 
the panel, 
closely w 
Ranni . 
James 
Manhatta 
Miami, hi 
company 
York Cit 
million of 
is a life - 
Round T: 
New Yo: 
ducers C 
treasurer 
Assn, in 1 


Jacoby 


Robert 
of the Il 
actuary 
charge of 
He was { 
partment 

He rep! 
going wit 
actuary. 


D.C. Pl 


WASH 
CL.U. s 
course, C 
trict of . 
Assn., sa 
Institute 
have wot 
plans for 
cates men 
course th 
out confi 

The st: 
“endeavor 
obtain re 
costs,” bu 
of time < 
dling gor 
necessary 
not to qu 
benefits.” 


Americ: 
C., office 
Spring, } 
room, use 
ditioning. 





ager Of thd 
.evine, Ne 


ber 21, 195 


Hammo; 


Richard W 
; Lawreng 
Gordon ) 
Robert — 
A. Stewar 
and Ralp} 


im portane 
and counsg 
dlicyowners 
‘looks thes 
neW Ones js 
untouched 
pions! ie 
establish 
y compla| of N.A.L.U., 

plus Sales 
service, byt 
‘how muth fie 
Dect rather 
get out o 


group in. 
icant social 
Mr. Levine 
had led to 
volume of 
. been 
acting new 
d a sound 
ommented, 
ular atten. 
25 to i 
untouched 


has 


tunities, 


en to use 
lild a sub- 
ly. Pros. 
ical insur. 
m in the 


selling the 
that the 


irdly been 
mber,” he 
_ Teact to 
ite collar 
however, 

has no 
efore the 
> mastery 


PESRD 


H10 


















September 21, 1951 


21 








of all phases of the sale. “Keep your 
gles talk direct, simple, and don’t con- 





and useless conversation about tax sav- 
ings. Instead, show him how he can 
conserve his social security benefits by 
supplementing them with life insurance, 
or base your sale on the combined ap- 
eal of life and A. & H. protection.” 
Mr. Russell concluded the meeting by 
summarizing the field of insurance and 
the strides Security Mutual has made. 





Dinner Honors Metropolitan 


50th Anniversary on Coast 


LOS ANGELES—Chairman Leroy 
Lincoln was host at dinner here at- 
tended by more than 700 persons in 
honor of John D. Moynahan, president 
and in commemoration 
of the 50th anniversary of the Metro- 
politan’s entry into the Pacific Coast 


1d. 

Mr. Lincoln praised the late Haley 
Fiske, then vice-president of the Metro- 
politian, who in 1901 had the vision to 
bring his company to the coast. Its 
business was based on industrial life 
insurance purchased from the Old 
Pacific Mutual Life. 
Dwight L. Clarke, former president 
of Occidental Life, complimenting Mr. 
Moynahan, declared that life insurance 
leaders are proud of the association 
achievements during Mr. Moynahan’s 
term. 





Pension Panel to Meet 


WASHINGTON—The wage stabili- 
zation board’s panel on pensions and 
similar benefits scheduled a meeting for 
Sept. 21-23 in an effort to adopt a policy 
with respect to such matters. The 
panel’s last meeting was early this 
month. Wilbur Cohen, social security 
administration technical advisor, heads 
the panel, whose deliberations are being 
closely watched by life insurance people. 


Ranni Marks 25th Year 


James G. Ranni, general agent of 
Manhattan Life at New York City and 
Miami, has completed 25 years with the 
company as a general agent. The New 
York City agency has more than $50 
million of insurance in force. Mr. Ranni 
is a life member of the Million Dollar 
Round Table. He was chairman of the 
New York City Million Dollar Pro- 
ducers Club in 1950 and _ secretary- 
treasurer of the Mid-town Managers 
| Assn. in 1947-48. 








Jacoby Kansas Actuary 


Robert E. Jacoby, assistant actuary 
of the Illinois department, will become 
actuary of the Kansas department in 
charge of life companies effective Oct. 2. 
He was formerly with the actuarial de- 
partment of Illinois Bankers Life. 

He replaces Robert D. Pierce, who is 
going with Victory Life of Topeka as 
actuary. 


D.C. Plans on C.L.U., L.U.T.C. 


WASHINGTON — Announcing the 
C.L.U. study program, and L.U.T.C. 
course, Chester R. Jones, president Dis- 
trict of Columbia Life Underwriters 
Assn., says the D. C. Life Insurance 
Institute and the L.U.T.C. committee 
have worked harmoniously in making 
plans for the two courses and _ indi- 
cates members are free to choose which 
course they may wish to pursue, with- 
out conflict. 

Z The statement said the institute had 
endeavored to cooperate with G.I.’s to 
obtain refunds of tuition and other 
costs,” but that “the tremendous amount 
of time and expense involved in han- 
dling government ‘red tape’ made it 
necessary for the board of directors 
not to qualify the institute for veterans 
benefits,” 





American National’s Washi 


jyse your prospect with technical talk 


REPORT ON TAX BLL 
Liability for 1951 
to Be About Same 
as Under Old Plan 


WASHINGTON—The Senate fi- 
nance committee report on the revenue 
bill says the new 6%4% formula for 
taxing life insurance companies’ income 
will result in substantially the same 
tax liability for 1951 as it would have 
been under the stop-gap formula. Esti- 
mated revenue yield is $111 millions, or 
about $58 million more than would have 
been chtained under the 1942 formula. 

The committee says that whether the 
new method is the best practicable and 
should be continued’ more than one 
year will depend upon determinations 
based on continuing study and com- 
parison with other methods that may 
be suggested. 

The report says the bill’s provision 
extending benefit of section 165 to life 
insurance agents’ pension plans would 
be effective for taxable years beginning 
after 1948. 

A committee amendment excluding 
from gross income death benefits re- 
ceived under life insurance contracts not 
exceeding $5,000 paid by any one em- 





ployer with respect to any single em- 
ploye’s beneficiary in accordance with 


pre-existing contracts will “prevent 
abuses.” : 
The committee estimates the re- 


moval of the 5% limitation on medical 
expenses of persons over 65 years old, 
effective after 1950, would involve loss 
of $15 million revenue annually. 

The bill provides that when a de- 
cedent dies after 1950 and where a joint 
and survivor annuity is included in de- 
cedent’s gross estate, its basis shall be 
the value of property included in the 
estate, thus amending code _ sections 
22(B) (2) and 113 (A) (5), under which 
such annuity has been treated as a 
gift for basis purposes and has the 
same basis as in hands of donor. 

One provision would permit reopen- 
ing of closed cases involving reversion- 
ary interests in life insurance concerned 
with decedents dying after Oct. 21, 1942, 
if claim is filed within a year from date 
of the bill’s enactment. 


District Managers Confer 


District managers of Central Standard 
Life were in Chicago for a two-day 
conference with supervisory officials 
under C. L. Schroeder, director of agen- 
cies, and Arthur Young, assistant di- 
rector. Talks were made by Alfred Mac- 
Arthur, board chairman; Wilbur John- 
son, president, and Lester Johnson, 
vice-president. 





Galveston Sales Congress 
Has 200 in Attendance 


Galveston (Tex.) Assn. of Life Un- 
derwriters held its sales congress Sept 
12, with about 200 field men and home 
office executives attending. 

Among the speakers were Devere 
Green, district manager of Prudential 
at Houston, who talked on “Weekly 
Premium Business” and W. O. Gore, 
training director of Texas Prudential, 
on “Concepts of Life Insurance;” M. 
Allen Anderson, director of agencies of 
American National’s ordinary division 
at Dallas, on “Three Handles,” and 
W. Almon Lonsford, director of agen- 
cies for Anico’s east Texas division, 
on “Organized Sales Talks”. 

A sales discussion panel was con- 
ducted by a Galveston group. 

Gordon Thomas, Texas Prudential 
district manager and president of the 
Galveston association, gave the address 
of welcome. He was introduced by 
Myron O. Bickel ordinary department 
district manager of American National 
at Galveston, who was in charge of ar- 
rangements for the congress. 





Miss Rose C. Brown, administrative 
assistant to E. J. Moorhead, executive 
vice-president of U. S. Life, has been 
elected president of the Transcription 
Supervisors Assn. of New York. 


Every team needs a PINCH HITTER oe 


He’s held in reserve, 


through a tight spot. 


to bat 


comes through. 


PROVIDENT LIFE 





shington, D. 
S” office has moved to suburban Silver 
pring, Md., where it will have more 
room, use of a parking lot and air con- 
ditioning. 





ready to step in to pull the team 


Families and individuals need “pinch 
hitters” too. Many a Provident policy- 
holder has found that our life policies 
— designed to cover practically every 
financial “pinch” — stand ready to go 
.and better than any pinch 
hitter, the Provident policy ALWAYS 
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Provident Life Producers have in their sales kits all the modern forms 
PLUS liberal first year commissions, nine renewals, service fees, a non- 


contributory pension plan, group insurance, and a persistency bonus. 
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Complete- 


personal insurance service! 


lV] Salary Savings 
lV] Franchise 
lV] Wholesale 
[Y] Medical and Surgical IV] Br okerage 


Reimbursement 


lV] Accident 
WH spitalization 


Vv] Reinsurance 






Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $335,000,000.00 
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Federal Commission Control Opposed 


(CONTINUED FROM PAGE 1) 





ing industrial agents’ commissions to 
Mr. Mason. 

As to whether wage regulations might 
be in conflict with New York law, Mrs. 
Patterson said “most companies” could 
give a 10% increase without conflict 
with New York law. 

Mason discussed briefly problems of 
industrial agents, saying they must meet 
all expenses and their commission is 
made up of several factors. 

The AFL agents’ union was repre- 
sented by Charles G. Heisel, vice-presi- 
dent, and Max Shine, secretary, who 
opposed federal ceilings on commis- 
sions, 

Mr. Heisel said his union has 17 col- 
lective bargaining agreements with life 
companies, which are not identical in 
method of paying commissions. 

He declared it would be impossible 
for the panel to “judge or act impar- 
tially on requests for approval of com- 
mission increases unless a thorough re- 
search is made on the methods and 
amounts of commission payments that 
are made by the respective insurance 
companies.” 

Each would have to be judged sepa- 
rately on the basis of method of com- 
mission payments used, territory cov- 
ered by agents, and other factors, he 
said. 


John Hancock Men Speak 


L. B. Gilman, counsel, and L. P. 
Buckner, assistant actuary of John Han- 
cock, appeared Wednesday afternoon 
before the panel. Mr. Gilman described 
sales organization and said costs on old 
business cannot be raised to any €x- 
tent. 

Any commission regulation, he said, 
should take into account compensation 
increase to commission men only to 
whatever extent there may be increase 
in other commission rates. Insurance 
should be put on the same footing as 
other industry, but it is “not apparent” 
how it would be practicable to tie a 
cost of living escalator clause increase 
up with the 10% increase allowed under 
general WSB regulation and add bene- 
fits under a length of service merit plan 
which is not beneficial to commission 
men. 

Mr. Gilman suggested “projection” 
tables might be filed with the board to 
prove increased commission rates would 
effect an increase not exceeding that 
under general board regulations. 


Questions Are Answered 


In reply to panel questions, Mr. Gil- 
man said about 6,000 out of 14,000 
agents are organized. When Mr. Peiper 
asked if board. regulation of commis- 
sions would conflict with state laws, the 
witness answered it might, or the panel 
“could take notice” of the latter. 

Mr. Buckner described the scope of 
state regulation, particularly under New 
York law, with respect to commissions, 





: i 
premiums, costs, etc. If COM Missiog 
are raised, he said, mutual companig 
would have to provide for them, in cq, 
nection with dividends. 

Asked whether the company is g 
close that it would “bump the ceiling 
in New York if it increased comm 
sions, Mr. Buckner indicated distri 
agencies could probably “go up” 154 
without “bumping” it. 

Mr. Gilman, answering Mr. Peipe 
said it is not practicable to take th 
10% allowable increase and pile on ty 
of that merit and cost of living jp. 
creases. 

Regarding bonuses to “super-sale. 
men,” Mr. Buckner said bonuses cap. 
not be paid in money, but in_penejk 
calendars or other tokens. 

The witness described the system ¢ 
commissions, rates allowable, how the 
may be paid, etc. ; 


Secretary Contest 
Livens NALU Meet 
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Conway, John Hancock, Syracuse: 
Frank H. Devitt, Capitol Life, Denver 
Paul R. Green, Aetna Life, Seatt: 
William L. Hardy, West Coast Life 





San Francisco; H. D. Josephson, Con 
necticut Mutual, New York City; Fre 
E. Lelaurin, Aetna Life, New Orleans, 
William Nenner, Penn Mutual, 
land; Frederick Schnell, Penn Mutual 
Los Angeles; Earl M. Schwemn, Great 
West Life, Chicago, and E. Dale Shep. 
herd, Connecticut Mutual, Houston. 
Rules and regulations were adopted 
under which the group will operate. 


No Discussion of Headquarters 


There was no discussion in the na 
tional council about whether N.A.LU, 
headquarters should be moved from New 
York City and if so where. However, 
it was reported that the committee han- 
dling this matter, headed by Winston 
Emerick, New England Mutual, Johns 
town, Pa., made a progress report to 
the trustees. It was not expected be 
fore the meeting that the committee 
would be able to be more specific than 
that, in view of the short time it has 
had to study the matter since it was 
assigned the project at the mid-year 
meeting in April. 

The first of the three general con- 
vention sessions got under way Wednes- 
day, following the customary meetings 
of the trustees, the committees, and the 
national council. The committee meet- 
ings were bunched so that the commit 
tees on related matters met together. 
This was a convenience for committee 
members and for others wishing to at 
tend. It has often happened in the past 
that some N.A.L.U. members had to 
keep moving almost constantly from 


GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE | 
COVERAGES— AGES 0-60 _—7 
















For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinols} 


WILLIAM J. ALEXANDER, PRESIDENT 
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ie committee room to another in a 
ystrating attempt to get in on the dis- 
pyssion © all the topics they were in- 











berested in. 
—_[ 
compl LEGAL reserve fraternal 
em, in cop! life insurance society for 
: all Lutherans. Thirty-three years 
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Address your letter of inquiry 


to 
THE SUPERINTENDENT OF 
AGENCIES 


Carl F. Granrud, President 


‘8608 Second Ave. So., Mi 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 
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High 
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Our leading producers have 
again reminded us that Fidel- 


ity Life scores high in: 


V Training Program 


V Field Supervisory Assistance 


V Sales Aids 


V Home Office Cooperation 


V Claim Service 
V Incentive Plans 


FIDELITY LIFE 


ASSOCIATION 
Home Office - Fulton, Illinois 
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UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
tonal insurance. Juvenile 
policies our specialty. 


& R. DEMING 
President 


HOME OFFICE — SYRACUSE, N. Y. 


L. J. BAYLEY 
Secretary 











stream of 


Along with the main 
the - usual 


N.A.L.U. activities were 
meetings of affiliated groups. 

The convention activities are being 
reported in full in the three convention 
daily issues of THE NATIONAL UNDER- 
WRITER being printed in Los Angeles this 
week. 


Business Life Aids 
Economic System 


(CONTINUED FROM PAGE 3) 


The answer must be based on the facts 
with consideration given to the contin- 
uance of the business by the family; 
by the executor for a reasonable period 
of time in order to effect sale as a 
going concern; continuance by court 
order or by possible statutory authority; 
devised to a specific legatee; incorpora- 
tion or dissolution. The personal liability 
of the executor and rights of creditors 
and minors are factors to ponder over. 

He presented a list of eight points to 
be considered in a hypothetical buy-and- 
sell agreement where the employes 
agree to buy the business interest of the 


owner, and listed the factors in which 
an owner-client or employe-clients 
would be interested. 

He explained the assistance which can 
be rendered by the life insurance agent 
working with the lawyer, accountant, 
and the principals in drawing up the 
financing clause of the buy-and-sell 
agreement. That clause would set forth 
the amount and type of insurance to be 
or already purchased with the schedule 
of policies; who shall apply and pay for 
it; the effective control of the contract; 
the proper disposition of the proceeds, 
and provision for the payment of any 





active participation of the partners. 
Death of one might force the survivors 
either to liquidate or to take the de- 
cedent’s widow or other family mem- 
ber into partnership. The third condi- 
tion is when the death of a stockholder, 
actively engaged in the business of a 
closed corporation, would reduce his 
family to dependence on dividends or 
might disrupt previously harmonious re- 
lationships, or even compel dissolution. 

The objects of these agreements are 
to continue the business upon death of 
a principal, to assure to the decedent’s 
executor and heirs a guaranteed market 
with just payment for the decedent’s 
interest in the firm, and to assure the 
surviving business associates succession 
to the entire business. 

Collateral advantages flowing from a 
sound agreement, properly financed, in- 
clude the enhancement of the credit of 
the business, and improved morale of 
employes who are assured of the con- 
tinuance of the business that affords 
their livelihood. Principals, being able 
to ascertain, with absolute or reason- 
able certainty, the dollar value of their 
business interests, can better plan the 
disposition of their entire estate. It re- 
moves from their minds, he explained, 
that gnawing worry concerning the fu- 
ture of the business and of the families 
dependent upon it. Valuation of business 
interests for estate tax purposes, if fairly 
arrived at, will be accepted by the taxing 
authorities. 





FINANCING AGREEMENT 





“The sound financing of business con- 
tinuation agreements is a vital element 
to successful accomplishment of the in- 
tended results,” Mr. Reidy said. “Va- 
rious means suggest themselves. For in- 
stance, bank loans, payment by series 
of notes, chattel mortgages, special de- 
posits accounts, or payment from future 
earnings or surplus. 

“But,” Mr. Reidy said, from the van- 
tage point he occupies which enables 
him to observe sound plans in action, 
“I am convinced the soundest, surest 
plan of financing such agreements is 
through the use of business life insur- 
ance.” 


unique to the various business entities 
such as the sole proprietorship, com- 
mercial or industrial partnerships, serv- 
ice type and professional partnerships, 
and the closed corporation. He reviewed 
questions common to all, including in- 
come and estate taxes, and the validity 
and enforceability of the agreements. 


Sole Proprietor Problem 


He suggested to lawyers, working 
with sole business owners towards fu- 
ture preservation of the business, that 
they advise their clients to consider 
these factors: With the deceased owner’s 
earning power gone, his family still 
needs immediate and continuing income; 
the owner’s personal estate is liable not 
only to all personal creditors but to all 
business creditors; though earning 
power has been removed, increased ex- 
penses will be incurred for adminis- 
tration; state and federal death taxes 


must be provided for; forced sale or’ 


liquidation will result in employes losing 
jobs with consequent economic loss to 
them, their families and the community; 
forced sale or liquidation will result in 
material shrinkage of estate’s assets. 
There is no standard solution that 


then discussed the problems | 


can be applied to every case, he said. 
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18%* LESS FLOOR SPACE 










GLOBE-WERNICKE 
TECHNIPLAN 


OFFICE 


Techniplan, the original fully-developed modular 
system of office equipment, accomplishes two 


highly. desirable results: 


1. Reduces floor space by 18%° per worker 
without reducing work surface areas. 


2. Provides for greater ease and speed in 


worker output. 


TECHNIPLAN uses interlocking, interchangeable 
units, offering hundreds of variations in arrange- 
ment—space utilization. Any desired combina- 
tion of work facilities. Wasted out-of-reach areas 


are avoided. 


TECHNIPLAN equipment is simple and tasteful in 
design for distinguished appearance. It can be 
installed a few units at a time, or the complete 
office. Rearrangement of the equipment is always 
easily and quickly made, to suit changing needs. 


Get Techniplan information from your Globe- 
Wernicke dealer—listed in your classified phone 
directory under “Office Equipment-Furniture” 


—today! 


Office Equipment, Systems, 
and Visible Records 


* Applies to Techniplan 
illustrated as d 





with traditional arrange- 
ment. Other savings up 
to 30%. 
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This exploded view 
shows Globe-Wernicke 
Techniplan elements: 
Partitions and posts, 
desk pedestal, desk 
top, center drawer, 
center runner, full 


horizontal file units 
and base with island 
legs. 
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**L"” Unit with hori- 
zontal section under 
auxiliary top. Various 
arrangements possi- 
ble for letter files, 


map and drawing 
files and card index 
files. 









od 
Two Techniplan bays 
give semi-private 
work stations for two 
persons. Ideal for 
executive offices. Full- 
height, all-wood par- 
titions. 


Cincinnati 12, Ohio 
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7 A new RECRUITING MAN- 
A UAL to-show prospective 
agents the possibilities of 


tyl a career with MUTUAL 
successfu agencies TRUST. 


with the aid of: 


An up-to-date AGENCY 
ie BUILDING GUIDE — based 
on the successful methods 
used effectively by MU- 
TUAL TRUST General 


Agents. 


Agency inquiries should be addressed 
to the agency secretary 














excess price over the value of the in- 
surance. - 

He then analyzed the questions that 
customarily arise concerning the proper 
method of applying for insurance to fi- 
nance a partnership buy-and-sell agree- 
ment, dealing with the payment of pre- 
miums, ownership of the contracts, 
designation of the beneficiary, and pay- 
ment of the proceeds. He also outlined 
a typical buy-and-sell agreement for a 
partnership and reviewed the tax prob- 
lems that come up in such an arrange- 
ment. 


Alternative Perceived 


‘Discussing the alternative to a buy- 
and-sell agreement funded by life insur- 
ance for the professional partnership, 
he reviewed an agreement whereby the 
survivors agree with the estate to pur- 
chase the decedent’s interest, paying for 
it out of future earnings. If that plan 
is adopted, he said, the survivors work 
harder than before for less financial 
return. Not only that, he asserted, but 
the future payments paid to the estate 
will be first taxed as income to them. 

“These are some of the problems aris- 
ing when members of a professional 
partnership continue a Pollyanna atti- 
tude, refuse to look the future in the 
face, or make definite plans to meet it,” 
he said. “Plans will minimize estate 
taxes, continue the partnership on a 
going basis, assure the survivors of 
proper income tax deductions, and al- 
low each partner to know exactly where 
his family will later stand financially.” 





CLOSED CORPORATION 





In his discussion of the problems of 
the closed corporation, he mentioned 
that it is usually controlled by a small 
group of stockholders who actively par- 
ticipate in the management or operations 
of the business. It is not too much to 
expect, he said, that in many instances, 
salaries, dividends and the stockhold- 
ings constitute the bulk of the estate of 
the owners. Without a readily available 
market for the stock, these people and 
their families can face serious financial 


difficulties, he warned. The corporation, 


too, can suffer grave consequences. 
Heirs interested only in dividends, out- 
side purchasers of the stock for a variety 
of ulterior motives, loss of top men 
without adequate replacements, future 
position of majority, minority, or equal 
stockholders, or of all such holders, the 
position of the estate in future business 
operations, the credit position of the 
corporation, its future competitive posi- 
tion. Such questions, he said, are of deep 
concern to management, its operating 
personnel, stockholders and heirs. Too 
little consideration is given to them in 
the present. Such lack of planning later 
arises to plague the business when it is 
too late to apply an adequate remedy. 

“To insure the successful continuance 
of the closed corporation with a man- 
agement of harmonious stockholders, 
one of two things becomes necessary. 
Arrangements should be agreed on so 
that on the death of a stockholder his 
shares will be purchased by the other 
stockholders or the corporation will pur- 
chase them to be held as _ treasury 
stock subject to resale or be retired. 
Unless there is positive assurance, and 
who can guarantee, that when this 
event occurs, the shareholders will have 
readily available cash or the corpora- 
tion will have sufficient surplus. We 
turn again to insurance to fund such 
arrangements.” 





Hohaus Detroit Speaker 


Reinhard <A. Hohaus, actuary of 
Metropolitan Life, told of the tremen- 
dous growth in voluntary health insur- 
ance in the United States over the past 
three years at the annual meeting of 
National Conference of Catholic Chari- 
ties at Detroit. 

There is no single uniform plan now 
that will meet the needs and desires of 
all the people, Mr. Hohaus observed, 
adding that there are a number of 








flexible patterns being developed by 
sponsors of voluntary plans which 
enable a group to select that plan whi 
best meets its own requirements. Spor 
sors of the many plans, he comment 
are considering the need and desire fy 
additional protection against the cost , 
“catastrophic” illness or injury. 
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ILLINOIS 


CARL A. TIFFANY & CO, | 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 
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Harry S. Tressel & Associates | 


Certified Public Accountants 
and Actuaries 


1e S. La Salle St., Chicago 3, Illinels 
Telephone FRanklin 2-4020 


S. Tressel, M.A.1.A. 
M. Welfmas, F.8.A Wm. H. Gillette, 0.P.A 
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NEW YORK 


Consulting Actuaria 
Auditors and Accountants 
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Andy M. always knows the Winning Play 


Not every call is a sale, of course. But his friends say Andy M. 
has an uncanny knack for lining up people in a pattern that 
brings them happiness and peace of mind. 

Like getting the Turners started on the program that paid 
off their mortgage ...or helping Joe Ferguson to carry on 
the business after his partner died...or letting old Mrs. 
McGrath finish out her days in dignity and comfort. 

But Andy knows that selecting the winning combination 
isn’t just a knack— 

It’s the result of his own earnest study of his profession 
over a period of years...of a willingness to go “all out” 
to serve his clients. 


Naturally, the financial rewards are substantial. But in 
Andy’s eyes, a big “plus” in his career is the respect he 
earns from his fellow citizens, the gratitude of his friends, 
and the knowledge that he is rendering a valuable service to 
his community as a representative of The Equitable Life 
Assurance Society. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention 
broadcasts from the files of the Federal Bureau of Investi- 
gation...another public-service contribution sponsored in 
his community by The Equitable Society Representative. 


EVERY FRIDAY NIGHT - ABC NETWORK 


One of a series of advertisements illustrating 
how a representative of The Equitable Life 
Assurance Society serves his community by 
selling life insurance. 





THOMAS 1. PARKINSON, President 
393 Seventh Avenue, New York I, N. Y. 














It’s new! 


It’s needed! 
It’s timely! 


The Travelers New 
PREFERRED RISK LIFE CONTRACT 


is brand, spanking new—a flexible big benefit, 
attractive rate plan designed to meet the needs of 
male and unmarried, self supporting female pros- 
pects who can afford $10,000 of Life Insurance 
and who qualify as preferred risks. 
IT’S TIMELY for the millions of people who 
today need an additional hedge against inflation, 
who are in good health and who have more money 
than ever before. 
The GUARANTEED automatic reduction in pre- 
miums assures your clients of Life Insurance 
protection for less money .. . or, electing to pay 
level premiums throughout, increased amounts of 
insurance and greater contract values. 
FOR YOU, Travelers Preferred Risk Life means 


more clients and more production. 


Get full details about this new contract from your nearest Travelers 
Life Manager or General Agent, and ask him about commissions. 


THE TRAVELERS INSURANCE COMPANY HARTFORD, CONNECTICUT 











